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It is one thing to talk about “‘chasing the 
chiseler” as an essential principle of sound 
buying; but it is quite another thing to do 
something about it. The President of The 
Standard Oil Co. of Ohio provides an excel- 
lent example of ‘practicing what you preach.” 


R. W. T. HOLLIDAY, president 
M of The Standard Oil Company 
of Ohio, has instructed all department 
heads not to purchase materials from 
those who indulge in unreasonable 
wage- or price-cutting. This policy is 
outlined in a recent memorandum to 


his organization, which is quoted in 


part as follows: 


***Chiseling’ by buyers is causing many 
sellers to submit bids far below their 
costs of production ...We believe this 


practice is unsound... Business cannot 








hope to recover until the vicious spiral 
of deflation in prices and wages is 
checked... Buying will expand only 


when prices stabilize and start upward. 


“Accordingly, please make it clear to 
all manufacturers ...seeking our pat- 
ronage that our policy remains one of 
buying only from reputable firms who 
submit fair bids and who neither 
cut their prices below all reasonable 
production costs nor attempt to 
charge our company more than our 


competitors.” 
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The authoritative voice of a great 
company thus reminds the world that 
price-stabilization, like charity, begins 
at home. It speaks the word that 
American Industry has waited eagerly 
to hear; and is joined by other voices 
that are raised throughout the land in 
a swelling chorus to overwhelm the 


counsels of despair. 


Here at Goodrich we believe that the 


forces of recovery are already on the 





march; that the sinister effects of buy- 
ing cheap are everywhere beginning 
to be recognized; and that Quality 
will again become the open sesame, 
admitting its possessors to the expand- 
ing markets of the world...The B. F. 
Goodrich Rubber Company, Mechani- 
cal Rubber Goods Division, Akron, O. 


@ (This advertisement is one of a series, appear- 
ing regularly in The Business Week, Factory 
Management & Maintenance, Mill & Factory 


Illustrated, and Power.) 





GOODRICH MECHANICAL RUBBER GOODS INCLUDE 
Conveyor, Elevator and Transmission Belting ... Air, Steam, Water and Suction Hose... Rubber 
Lining for Storage, Pickling and Plating Tanks, Tank Cars, Pipe and Valves... Packing ... Molded 


Rubber Products .. . 


Heels and Soles . . 


. and a Complete Line of Miscellaneous Rubber Items. 
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There are five good reasons why valve users consider 
Fig. 106-A Jenkins Standard Bronze Globe Valves to 
be the best valve for their money. See them below .. . 
all are features that really mean something to a man 
who knows valves. And only a Fig. 106-A offers all 
of these advantages. 


The genuine Jenkins Renewable Disc is one of the big 
selling points. You can’t beat it for long wear and 
leak-proof closing. Made of various compositions, each 
exactly suited to specific service conditions, they are of 
proper resiliency to conform to the seat for tightness. 


t’s a genuine Jenkins disc 
—one of the reasons why 
a Fig. 106-A valve wins preference 


Yet they are so durable that exceptionally long life is 
assured. 


This superior valve is easier to sell. Powerful advertis- 
ing has made it known, and constantly tells valve users 
to buy from you. Get back of it and you'll get more 
valve business. 


JENKINS BROS., 80 White St., New York, N. ¥.; 510 Main St., 
Bridgeport, Conn.; 524 Atlantic Ave., Boston, Mass.; 133 No. Seventh St., 
Philadelphia, Pa.; 646 Washington Blvd., Chicago, Ill.; JENKINS BROS., 
Limited, Montreal, Canada; London, England. 
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REPACKED 
UNDER PRESSURE 


When this valve is 
wide open, the bev- 
eled collar on the 
spindle makes a 
strong tight joint 
with the beveled sur- 
face on the bonnet, 
so that the valve can 
be repacked under 
pressure. 








CHECK THE 5 TIME AND MONEY SAVING POINTS 
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* EXTRA DEEP STUFFING BOX 


Holds a large quantity of packing, com- 
pressed by follower, requiring less renewal 
and providing extra protection against leak- 
age around the spindle. 


MORE SPINDLE THREADS IN CONTACT 
WITH BONNET 


More spindle threads in contact with the 
bonnet vides longer wear and more ser- 
vice. On this point, too, Jenkins design 
excels. Note, also the clean cut threads. 








ONE-PIECE SCREW-OVER BONNET 


A bonnet of exceptional strength! The solid 
one-piece construction permits ease in taking 
off and replacing the bonnet over and over 
again without danger of distorting or spring- 
ing it. 








SLIP-ON STAY-ON DISC HOLDER 


This is an exclusive Jenkins atom. Open 
the spindle merely a turn or so, and you can 
take off the bonnet without the disc holder 
falling off the spindle. 








* ee JENKINS RENEWABLE DISC 


Of a resilient composition, the disc forms 4 
perfect contact with the valve seat, and pro- 
vides a leak-tight closing. It is specially com- 
l pounded for the service. Easily and quickly 
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Jenkins 


BRONZE IRON STEEL 


VALVES 


Since 1864 
Always marked with the “Diamond” 
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With Which Is Consolidated INDUSTRIAL DISTRIBUTOR AND SALESMAN 
And Combined With Mill Supply Salesman, Founded by Ernest H. Smith 
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The Trend of Supply Sales | 
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INDUSTRIAL SUPPLY AND EQUIPMENT SALES FOR JUNE 
100 = Average Monthly Sales, 1923—1925 


June sales exceed May. General industrial increase forces plants 


to step up industrial supply purchases. 


HE rise continues. Despite the fact that 

sales for the month of June are normally 
less than for May in many distributing estab- 
lishments, the Sales Indicator registers an- 
other healthy increase, rising to 51.7. This 
figure represents an increase of about 15% 
over the 44.8 compiled for May. 

The North Atlantic group jumps into the 
lead for the first.time in many months with 
an increase of about 45° over May. The 
above section is followed closely by the South 
and the Pacific Coast. The middle western 
states, after a tremendous jump in May, 
slacked off a few points to 43% of normal. 

Reports on June sales are based on business 
for the first 25 days of the month, with the 
remainder estimated. Several individual re- 
ports received during the last week of the 
month indicate unusually fine orders, so it is 


very possible that corrected reports will bring 


the Indicator to a still higher level. A recheck 
will be made on these reports in order to 
bring the Indicator to the end of June based 
on actual sales. 
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To make the Sales Indicator of even greater 
value to distributors, the August issue will 
feature a summary of business for the first 
half year for the country as a whole and for 
the separate sections into which it has been 
arbitrarily divided for the purpose of portray- 
ing regional sales. This recapitulation will 
give distributors who have not followed the 
Indicator carefully and checked it against 
their own business a chance to bring them- 
selves up to date. 


If the Industrial Recovery Act is successful 
in eliminating the unfair trade practices 
which have been so prevalent in this and 
other industries and if the minimum wage 
and maximum hour clauses result in increased 
costs for distributors, sales volume will have 
to be watched with more care than ever if a 
profit is to be made. For this reason, the 
Sales Indicator becomes increasingly impor- 
tant to all distributors. 

Sales indicators for the North Atlantic, Southern, Middle 


Western, Western and Pacific Coast states will be found on 
page 47. 


Now’s the Time to Buy 


OW that business has taken a 
definite turn for the better, 
as is shown by the increased 

activity in a broad field of industries, 
the demand on distributors for sup- 
plies and equipment will be more ur- 
gent than at any time since the de- 
pression set in. Already, increased 
buying on the part of industry has 
been felt by distributors as is indi- 
cated by the fact that distributors’ 
sales since February have increased 
more than 65%. As the wheels of 
industry pick up momentum, distrib- 
utors’ sales are going to mount even 
more rapidly. 

Are you prepared for this business 
upturn? Are your stocks ample to 
serve your customers quickly and ef- 
ficiently ? 

In addition to the fact that in- 
creased industrial activity will place 
a real burden on present supply 
stocks, and hence distributors should 
protect their position on that score, 
there is the price angle to be con- 
sidered. 

With commodity prices higher and 
labor costs sure to rise as a result 
of the Industrial Recovery Act, there 
can be little doubt but what prices 
on many lines of supplies and equip- 
ment will be raised before many 
months roll by. Thus, it may be 
good business for distributors to con- 
vert cash into stocks of merchandise. 

In order to pass on to distributors 
sound advice in regard to the advis- 
ability of replenishing inadequate 
stocks now, Mitt Suppries asked a 
selected group of important manu- 
facturers for their views. These 
questions were asked: 

“In your opinion, how far should 
distributors go at this time in re- 
plenishing inadequate stocks? What 
would be your advice to distributors, 
so far as your own line is concerned ? 

“Have you raised prices or do you 
contemplate price increases on your 
products soon? 

“Would you advise distributors to 
buy for stock now, not only to pre- 
pare themselves for an increase in 
demand on the part of industrial 
buyers, but also to protect themselves 
against rising prices?” 
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Industrial supply 
manufacturers ad- 
vise distributors to 
replenish inadequate 
stocks now to prepare 
for increased de- 
mands on the part 
of users and as a 
protection against 
price advances 


Here are the answers: 

“Prices on mechanical rubber 
goods will be advanced on or about 
July 1. Our distributors know about 
this contemplated increase, and prac- 
tically all of them have placed sub- 
stantial orders at current prices.” 

* * * 

“From our close contact with dis- 
tributors, we know that their stocks 
in general are not adequate to take 
care of an increased demand for sup- 
plies on the part of users. We be- 
lieve that business conditions warrant 
our distributors maintaining well bal- 
anced stocks so that they will be able 
to serve their accounts properly.” 

: + 

“We have recently increased our 
prices, and it is probable that there 
will be further increases to reflect 
higher costs arising from increases 
in raw product prices and higher la- 
bor costs that will be brought about 
by the Industrial Recovery Act. We 
are of the opinion also that immedi- 
ate buying will pick up as the result 
of the general improvement in indus- 
trial conditions. 

“We think, therefore, that it is 
wise for distributors to build up their 
stocks to take care of anticipated 
business for at least a 60 day period.” 

* * * 

“Prices on hack saw blades have 

already had a 10‘ increase, but even 


at their present prices they are 25% 
below the price of 10 years ago. 
When any new price revision is 
made, it will probably be upward. 
It is our opinion that prices on all 
lines will be raised, and therefore we 
think there is no better move for the 
distributor to make than to invest, 
so far as he is able, in merchandise 
at today’s prices.” 
, * * 

“We have not as yet raised our 
prices, but feel that with the admin- 
istration’s inflation program in full 
operation, it will be necessary for 
us to do so. 

“There is no question but what 
there is an increased demand on the 
part of industrial buyers and the dis- 
tributor should therefore increase his 
stocks to meet the new conditions. 
\Ve would even consider it good busi- 
ness for the distributor to look 
towards the future in placing his or- 
ders at this time, 

“As a manufacturer, we are en- 
deavoring to cover our requirements 
for the balance of this year, and in 
some Cases are extending into the 
coming year. Our sales are such at 
the present time that we propose to 
increase our inventory probably 25 % 
at once. So far as our own line is 
concerned, we believe that most dis- 
tributors could well afford to increase 
their stocks by at least 50° .” 

6 ¢ 

“Copper has advanced six times 
since May 3, and while we cannot 
say when further advances will be 
made, in view 6f the passage of the 
Industrial Recovery Act, it is sure 
to raise labor costs. This being the 
case, it is just a matter of time until 
we shall have to raise the prices of 
our product. 

“Last week | talked with two of 
the largest metal distributors in this 
country and they are putting in a 
large stock of materials now. Their 
reasons for doing it is to prepare 
themselves for increased demand 
from industry and also to protect 
themselves against advancing prices.” 

¢ 

“We are advising our own dis- 
tributors to complete their stocks 
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quickly and keep them in good shape. 
There are two reasons for our pass- 
ing on this advice: 1. The probabil- 
ity of price increases and, 2. The 
necessity for distributors to have suf- 
ficient stock to render quick service. 
We consider the second reason as 
more important, as we believe most 
plants have postponed buying for so 
long that all needs arising in the next 
few months will be urgent and the 
distributor who has adequate stocks 
will secure the largest share of the 
available business. 

“While we have not as yet in- 
creased prices, we are certain that 
the new conditions under which in- 
dustry will be forced to operate will 
make this move imperative soon.” 

* *K * 


“It seems to me that it would be 
wise for distributors to place orders 
for brushes and brooms at this time, 
as the commodities that go into the 
manufacture of these items have ad- 
vanced in price. The prices of our 
products have been advancing, and 
in the event wages increase as a result 
of the new Industrial Act, it will 
necessitate additional price raises.” 

* * x 


“We advanced our prices approx- 
imately 10% the middle of June. 
This increase became necessary be- 
cause of an advance in the cost of 
our raw materials. Since the old 
prices were put into effect, steel ad- 
vanced 121% % and zine 40%. These 
prices are holding firm, but we have 
just been advised of another advance 
in the price of steel, and it would not 
greatly surprise us if still higher 
prices became necessary for our prod- 
ucts later on.” 

* * x 


“IT can see no reason for further 
delay on the part of distributors in 
replenishing their stocks. Prices on 
our line are the lowest now that they 
have been in 25 years, and there is 
no chance of them being lower. Any 
price revision from now on will be 
upward. 

“T am not an advocate of over- 
stocking, but do believe that now is 
the time for distributors to estimate 
carefully their needs for the next 
three to six months and place their 
orders with their sources of supply 
to cover these needs. In this way 
they will be able to supply the de- 
mands of their customers as well as 
to benefit from price advances which 
are already appearing in most lines.” 
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BUYING TO MEET INCREASED CONSUMER DEMAND 





BUYING TO MEET INCREASED DEMAND AND FOR SPECULATION 





BUYING FOR SPECULATION ONLY 

















Distributors in 33 distributing centers, all of whom are buy- 
ing for stock at the present time, gave the reasons for 
purchasing now shown on this chart. 


“Our prices have been raised and 
in all probability there will be another 
advance in the near future. We be 
lieve further that there will be a de- 
cided increase in demand on the part 
of industrial buyers and suggest that 
distributors buy now so as to be able 
to serve their customers properly.” 

* * * 


“Distributors should place their 
orders for 90-day requirements. We 
have not as yet raised prices on our 
line, but naturally will have to do 
so when our costs demand it.” 

- oF 


“We believe it advisable for the 
distributor to estimate as closely as 
possible his sales for the third quar- 
ter and order enough supplies to take 
care of this business. At the time 
he places his orders he should advise 
his suppliers that the order will prob- 
ably take care of his business for 
three months. Such a plan would 
protect the distributor against any 
advance in prices during the next 
quarter and at the same time enable 
the manufacturer to gear his pro- 
duction intelligently.” 

* * * 

“Protection against rising prices Is 
good business but stocking up to the 
very limit, simply to take advantage 
of good prices is, in my opinion, 
gambling and in the end not good 
for any one.” 


“Now seems to be a most oppor- 
tune time for the distributor to put 
in stock, There is no indication that 
prices will go lower, and without a 
doubt demand will be greater within 
the next two or three months than 
it is at the present time. Even pres- 
ent day needs would indicate the ad- 
visability of distributors putting in 
a reasonable stock.” 

* * aK 


“We believe all of our distributors 
are practically without commensurate 
stocks to properly serve their com- 
munities, and those who take heed 
at this time and enter substantial or- 
ders, in our opinion, can take no loss, 
and perhaps will make a substantial 
profit.” 


“Price increases are inevitable un- 
der the influence of the Industrial 
Recovery Act, and because of the 
general betterment in practically all 
commodity markets. I feel entirely 
confident that there is little likeli- 
hood of any reductions of conse- 
quence and that most lines will be 
gradually advanced. 

“As to our own industry, our costs 
have already advanced and will do 
so more. The raw materials we use 
are practically all higher now than 
they were three months ago and we 
anticipate further advances. There- 
fore,itwould (Continued on page42) 
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Where to Sell Conveyor Chain 


There’s a wide and profitable mar- 
ket for the sale of conveyor chain. 
Here are some helpful sales pointers 


for developing it 





Pulp mill conveyor. 





Sales Pointers on Conveyor Chain 
1. It is positive in its action, always pro- 
ducing the same proportionate number 

of revolutions in the driven shaft. 

2. Its flexibility takes care of sudden 
shocks and misalignments. 

3. Its long life decreases the operating cost 
of the unit. 

4. The only attention required is oiling. 

5. A drive on conveyor chain can be very Roller chain on slat conveyor in a food plant. 
quickly assembled or dismantled. No 
special tools are required to install the 
drive. The above is true in case of ' 
breakdowns. . “ 

6. The simplicity of chain parts and the 
standardized models permit quick re- 
placements avoiding shut-down cost. 
Spare links require very little space. 

7. Materials gathering on it will not stop 
its performance because of its self-clean- 
ing action when traveling over a 
sprocket. It will function where other 
means of conveying fail. 

8 To avoid unnecessary wear on _ both 
chain and sprocket wheels, the sprockets 
should be in good alignment. 

Chain should be thoroughly lubricated 
at sufficiently frequent intervals to main- 
tain lubricant films on the wearing parts. 
In working around grit or abrasive mate- 
rials, care must be exercised in applying 
the lubricant so as not to collect grit or 
foreign substances. A penetrating lubri- 
cant is recommended. 

10. Never run new chain over badly worn 
sprockets. It destroys the chain pitch 
immediately, resulting in quick destruc- 
tion of the chain. 

In many cases using a stronger and 
heavier chain than required is just as 
detrimental to the installation as select- 
ing a chain of insufficient strength. See 
your manufacturer's catalog for selection 
of proper chains. 


gt OO 
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Chain conveyor handling refuse in a wood working plant. 
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Case conveyor in use in a dairy. 


Ley bushed chain and steel cont’nuous buckets in sand 





The Market for Conveyor Chain 


Industries 
Electric Railways 
Electric Light & Power Plants 
Gas Plants 
Water Works & Filtration 
State, City & Country Inst. 
Government Institutions 
Highway Depts. 
River, Harbor & Canal Comm. 
Sand & Gravel Plants 
Quarries 
Coal Mines 
Metal Mines 
Misc. Mines 
General Construction 
Railway 
Sewer 
Dredging 
Road 
Hospitals 
Steam Laundries 
Chemicals, Drugs, Etc. 
Ceramics, Brick & Tile 
Fertilizers 


A—OUTSTANDING MARKETS 


A 


Industries 
Glass 
Gelatine, Glue & Soap 
Cement Plants 
Sugar Mills 
Canning & Preserving 
Dairies, Ice Cream & Cheese 
Beverages 
Food Products 
Smelting & Refining 
Blast Furnaces 
Machine Shops 
Foundries 
Mechanical Machinery 
E'ectrical Mach. & Eqpt. 
Automotive 


Brass, Bronze & Copper Working 


Railroad Repair Shops 
Stamping & Enameling 
Logging Camps & Saw Mills 
Independent Planing Mills 
Leather Products 

Concrete Products 

Marble & Stonework 

Tobacco 
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and gravel plant. 


Bucket elevator in cement products’ plant. 
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Conveyor Chain Applications 


1. Canning Plants use scraper conveyors, slat conveyors, ' 
cooling tank conveyors and husk stackers. In building t 
these conveyors, the following chains are used: detach- , 
able, pintle, malleable roller, ice, steel roller, double I 
jointed and Z-metal. 

2. Metal Working Plants use overhead conveyors, apron 
conveyors, flight conveyors and bucket elevators. These i 
chains are used: detachable, combination, drop forge, / 

ee o i; 
malleable roller, double jointed, steel roller and Z-metal. 5 

3. Wood Working Plants use drag conveyors, scraper 

conveyors, apron conveyors, slat conveyors, and flight } 


conveyors. These chains are used: detachable H-type 
mill steel roller, malleable roller, interlocking pintle, wide 
conveyor and Z-metal. } 

4. Dairy Products Plants use can conveyors, case con- 
veyors, scraper conveyors, apron conveyors, slat con- 
veyors, and individual bottle conveyors. Chains used 
include: pintle, combination, ice, steel roller, double 
jointed, malleable roller and Z-metal. 

5. Sand, Gravel and Stone Plants use belt conveyors, 
bucket elevators, scraper conveyors and apron convey- 
ors which are made of these chains: combination, ley 
bushed, steel roller, interlocking pintle and Z-metal. 

6. Chemical Plants use the following types of conveyors 
and elevators: belt conveyors, scraper conveyors, flight 
conveyors. slat conveyors, bucket elevators, barrel and 
package elevators and conveyors. Chains used include: ? 
detachable, pintle, combination steel roller, double 
jointed, interlocking pintle, ley bushed and Z-metal. 

7. Pulp Mills use refuse conveyors, log haul conveyors, : 
chip conveyors, and barking drum chains which are ) 
made from Z-metal, H-type mill, interlocking pintle, | 
combination and steel roller chain. 

8. Food Products’ Plants use slat conveyors, flat belt 
conveyors, overhead trolley conveyors, package and 4 
barrel elevators and conveyors and bucket elevators. 
This equipment is made of the following chains: de- 
tachable, pintle, steel roller, interlocking pintle, double 
jointed, malleable roller and Z-metal. ° 

9. Lumber Mills use log haul conveyors, transfer con- 
veyors. sorting table conveyors, lumber package con- 
veyors, edger conveyors and refuse conveyors. Chains 
used include: H-type mill, log haul, drop forge, steel 
roller, interlocking pintle, refuse chain and Z-metal. 

10. Brick, Clay and Concrete Products Plants use bucket 





Handling barrels in a chemical plant. 





elevators, belt conveyors, V-bucket and pivoted bucket : 
carriers, super-capacity elevators, drag chain convey- 

ors, scraper conveyors and apron feeders. Required ; 
chains include: detachable, pintle, combination, ley ; 
bushed, Z-metal and steel roller. p 

















Chain on transfer table in a lumber mill. 
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Why We Buy from the Distributor 


By H. F. WOULFE 


Purchasing Agent, The Pepsodent Company, Chicago 


HE distributor has created a time and place utility 

which has eliminated any necessity on the part of 

the industrial user for maintaining stocks of fac- 
tory supplies and equipment. Not only do distributors 
have the repair part you want when you want it, but 
they have had years of experience warehousing supply 
items. They are much more efficient at it than the in- 
dustrial user. Therefore, we find it economical to let 
them anticipate our needs and act as our storeroom 
or warehouse. That means we are exempt from losses 
in handling, through breakage, improper care, and so 
on; that we have no investment in items which may not 
be needed for a year; that we are wasting no floor 
space which might be used for production purposes ; 
and that we are suffering no losses due to stock depre- 
ciation. 

We do not even carry stocks on paint, for example. 
It is more economical to buy as we need it than to have 
our money invested in what we term non-productive 
supplies. 

On raw materials, however, it is necessary to antici- 
pate requirements very accurately for weeks and some- 
times months in advance. On one item for example, 
we plan ahead eight months. Hence on building and 
plant maintenance, it is pleasant to let the industrial 
distributor anticipate our needs for us. He is in a posi- 
tion to do it far more accurately and economically than 
we are. 

Another advantage of allowing the distributor to ware- 
house for us is that we avoid all the inevitable waste- 
fulness which is bound to result from “abundance.” By 
that I mean if a worker has only one drill of each size 
on hand, he is going to take first class care of the one 
he is using, whereas if he has a dozen of each size he 
is going to replace them long before the old drill has 
outworn its efficiency. The same is true of waste and 
wiping rags. If there is an imposing pile in the store 
room, the maintenance man will use a clean rag on the 
slightest provocation, whereas if there are only a few 
on hand, he will make each one serve extra duty. Ob- 
viously, it is cheaper to pay the distributor’s price than 
to assume the cost of wastefulness which is the inescap- 
able outcome of large stocks. 

In addition to using the distributor’s warehouse as 
our own, we look upon his buyers and sales managers 
as our “assistant purchasing agents.” Whenever we 
are in doubt as to where to buy any repair part, our 
quickest solution is to call the distributor. Usually, in 
less time than it would take to look up one telephone 
number, he can tell us where to buy the item, how much 
it will cost, and whether it would be cheaper to buy 
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H. F. WOULFE 


H. F. Woulfe, a graduate of the Uni- 
versity of Illinois, has spent six years as 
purchasing agent for the Great Lakes 
Suppl ly Company, six years in the same 
capacity for the Rutland-Lake Michigan 
Transit Company, and at present he is 
rounding out his sixth year with the 
Pepsodent Company. 

In this article, Mr. Woulfe, who has 
seen both sides of the picture, first as a 
distributor and now as a user, tells how 
the distributor might increase sales and 
profits. He offers three suggestions which 
are as practical as they are logical. 





direct from the manufacturer or to let him handle it. 
We try to divide our maintenance purchases among 
three or four local distributors whose prices and serv- 
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“Let me figger dis out for you, Amos. We saves 5% by 
buying direct and it only costs us 15% to carry the stock. 
Boy, ah sure knows how to save money.” 


“Um, um, ain’t dat sumpin. Yo shore am smart.” 
ice are identical. Whether we buy a ninety cent brush 
or $100 worth of pipe fittings, drill rods, and so on, 
we enjoy the same “red cap” service. Of course, we 
appreciate that the distributor must lose money on many 
of our small orders, so we try to compensate him for 
these losses with orders for steel, fittings and so on 
whenever possible witout penalty. 

The only maintenance supplies we do carry are those 
which might avoid shut downs and idle workers in 
cases of emergency. On all other items we look to the 
distributor to warehouse for us. The added _ profit 
which we pay him is more than offset by the savings I 
have already outlined, and by the delays and transporta- 
tion costs of buying direct. 





“The only maintenance supplies we do 
carry in stock are those which might 
avoid shutdowns and idle workers in 
case of emergency.” 





Many companies which formerly bought their factory 
supplies from the manufacturer are now finding it nec- 
essary to keep liquid and therefore have diverted these 
purchases to the distributor. To their complete aston- 
ishment they are effecting real economies with this 
change. Likewise more manufacturers are selling 
through the distributor now than during the opulent 
days of ’28 and ’29. They, too, are finding it more 
economical than to operate their own selling organiza- 
tions. Most manufacturers protect the distributor from 
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a price standpoint, so the user, as a general rule, pays 
the same price on most supply items whether he buys 
direct or not. 

One of the first questions which MILL Suppties put 
to me upon learning that I had been identified with two 
distributing organizations before my present position, 
was, “How can the distributor increase profits ?” I hardly 
know how to tackle that question, for it has perplexed 
older and wiser heads than mine. 

First of all, the distributor’s service is costly, but he 
cannot effect economies here, as service is his essential 
justification for being in business. Second, the stocks 
of a supply house are necessarily made up of many low- 
profit staples. Whereas the grocery store, for example, 





“It is cheaper to pay the distributor's 
price than to assume the cost of wasteful- 
ness which is the inescapable outcome of 
large stocks.”’ 





has only a few “sugar” items, the mill supply house 
has hundreds. Therefore, salesmen face the necessity 
of going after the specialties and letting buyers ask for 
the sugar items. Yet the standard approach of the 
majority of distributor’s salesmen is “Anything today ?” 
Sometimes they don’t even bother to come in, but ask 
you over the telephone. Rarely do we have the pleasure 
of meeting a mill supply salesman who is a salesman. 
Perhaps that is why the incident that happened a few 
weeks ago impressed me so strongly. 

A salesman from a local supply house called up and 
said that he had something to show me in which he 
thought I would be interested. He promised to take 
but a few minutes. An appo.ntment was made and he 
came in on the dot carrying a large and bulky package. 
It proved to be a step ladder—not just the ordinary step 
ladder, but one that had several new safety features and 
special conveniences which the average step ladder does 
not have. He was so enthusiastic about it that I found 
myself unconsciously being swept up by the contagion of 
it all, and by the time he had finished his really interest- 
ing talk, I was thoroughly convinced that the next time 
we needed a new step ladder he would get the business. 
Prior to this man’s visit we had not bought anything 
from his company. Since then, where his price is right, 
we have been giving him a few orders. 

Upon leaving the office, he handed me a card on which 
he had written the names of four or five men in his or- 
ganization. Opposite each name appeared certain types 
of products. He told us that these men were especially 
trained to give information and advice on the particular 
line indicated. We have referred to one or two of the 
men on several occasions and each time they have given 
us the information desired. It is services like these that 
make buying easier and pleasanter and are sincerely ap- 
preciated by buyers everywhere. 

Average distributors’ salesmen usually deal with as- 
sistant purchasing agents, but once they become factory- 
minded, they will have no trouble getting beyond the 
information desk. Of course, it is essential to have a 
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working knowledge of what each user is interested in. 
A man may have a brilliant sales talk on high-cycle 
tools, but unless the prospect is using enough tools to 








Three Profit-Creating Suggestions 


1. Do more selling, less order-taking. 
2. Avoid duplication in inventory. 
3. Become sales-promotion minded. 








justify the change to high-cycle current, he is wasting 
both the buyer’s and his own time. This seems an 
obvious bromide, but it would surprise you to know 
how many salesmen go on and on about an item that 
we could not possibly use. Wherever a salesman can con- 
vince us he has a suggestion that will be vital to our in- 
terests, he has little trouble in putting on a demonstration 
in the plant, but it takes a sympathetic and intelligent 
knowledge of our problems to accomplish this end. In 
short, if you have something really interesting, buyers 
will always listen, particularly now when reduced forces 
mean that there are less assistants to “go through.” I 
believe that until distributors’ salesmen decide to carry 
samples, push specialties, and study individual plant 
conditions they will be their own worst competitors. 

Speaking of self-inflicted competition brings to mind 
the fact that most supply houses, in my opinion, carry 
too many competitive brands. That is, they carry all 
the standard hacksaw blades on the market, all the stand- 
ard taps, dies, reamers, and so on. This duplication of 
inventory snuffs out profits before they have a chance 
to flicker. The house which carries only one or two 
brands of merit on each item, gives its salesman an 
opportunity to specialize on these brands to the extent 
that the distributor’s name immediately calls to mind 
Black’s hacksaw blades, West’s taps, dies and reamers 
and so on. 

In addition to stepping up the quality of salesman- 
ship and avoiding duplication of inventory, there is one 
other suggestion that occurs to me: namely, direct-mail 
advertising. I have never seen a real mailing piece that 
has been sent out by a distributor. Of course, it is com- 
mon practice to enclose a lot of printed matter along with 
invoices and statements, but because of their impersonal 
nature, and the fact that they are distributed to every 
industrial user regardless of his individual problems, 
they gain very little attention. Then some houses send 
out two-page dissertations on various subjects. These, 
too, are general in nature. 








“Too many distributors are nut and 
bolt conscious instead of sales promotion 
conscious.’’ 








I wonder if too many distributors are not nut-and- 
bolt conscious instead of sales-promotion conscious. An 
impelling direct-mail message sent to live prospects, and 
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“We is too big to buy from de distributor, Amos. Other 
big corpolations have found out dey can lose money by 
buying direct. Mebbe we can too.” 


“Andy, yo is crazy. We is gonna buy from de distributor 
and save money.” 


intelligently and promptly followed up by personal calls 
would probably bring in greater results than years of in- 
voice stuffing. Industrials might be classified as to the 
type of equipment they would be interested in. Sales- 
men could further verify and supplement the list. In 
that way advertising dollars would fall only on fertile 
fields. Perhaps the distributor has his own reasons for 
not promoting direct-mail campaigns, but in order for 
him to survive present conditions, I believe it is going 
to require the same drastic sales measures which manu- 





“Mill supply distributors will always be 
necessary to industrial life due to the fact 
that they create a time and place utility 
without which industry could not operate 
at its present low cost and high efficiency,” 





facturers and users are summoning to their power. In 
other words, the distributor will. probably have to turn 
merchandiser if he is going to fully capitalize on the 
natural advantages which he has over the direct-selling 
manufacturer. Because his business is usually local, 
direct-mail is one of the keenest-edged weapons he 
could use. 

In my belief, the mill supply distributors will always 
be necessary to industrial life due to the fact that they 
create a time and place utility without which industry 
could not operate at its present low cost and high 
efficiency. 
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@ Distributors Should Benefit from the 
National Industrial Recovery Act 


Price stabilization, which is promised under the new 
law should strengthen the distributor’s position. 


By PHILIP K. WRIGLEY 


President, William Wrigley, Jr. Company 


LTHOUGH the industrial recov- 
ery bill has just become law, 
there is a general feeling that it 

will accomplish all that its name im- 
plies. 

Heretofore, most legislative measures 
pertaining to business control have pro- 
tected the public and shackled the in- 
dustrialist. Today, for the first time in 
history, the United States government 
is not only going to look after the in- 
terests of the worker, but it is going 
to see that the seller is assured a rea- 
sonable profit. Business heretofore has 
always been skeptical, and justly so, of 
government supervision. However, 
President Roosevelt's appointment of 
such outstanding directors as Hugh S. 
Johnson and Donald H. Sawyer—men 
in whom the people of the United States 
have implicit confidence — makes the 
present situation a new deal, actually 
appreciative of the situation it is to 
correct. 

While the most important purpose of 
the plan is to put more people to work 
and to see that they are given a living 
wage, the setting of prices on a just 
scale will have a definite reviving effect 
on production, distribution, and con- 
sumption. Naturally a bill with such un- 
precedented authority as industrial con- 
trol is bound to have “teeth”. But un- 
der the guidance of the president and 
his appointees, I believe it will set the 
wheels of industry in motion. In my 


opinion, it will be a more important con- 
tributing factor to national industrial 
recovery than any legislative measure 
yet enacted. 

The industrial distributor should be 
one of the first to benefit from price 
stabilization. On an even price basis, he 
is the logical buying source because of 
his preferred service and nearby ware- 
houses. In addition, he is “on the 
ground”. He knows the peculiar re- 
quirements of each customer. Judging 
from our own experiences on plant 
maintenance supplies, we prefer to buy 
from the distributor who is close at hand 
in order to eliminate costly delays and 
adjustments. This practice we believe 
is generally operative in all industries, 
especially since the experiences of 31 
and °32 when the cost of carrying in- 
ventories was often greater than the 
value of the stock itself. 

Now that the bill is law, it would seem 
to me that the industrial distributor will 
immediately want to take full advan- 
tage of the potentialities, by making 
sure that his stocks are adequate and 
his service facilities equal to the new 
demand. He should be prepared to 
help his customers operate at the “1929 
load” without running up their main- 
tenance inventories. The distributor to- 
day is presented with a new and very 
real opportunity to increase his impor- 
tance to industry. The more aggressive 
will profit first. 
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PHILIP K. WRIGLEY 


“The industrial distributor should immediately take advantage of the potentiali- 
ties of the new law by making sure his stocks are adequate and his service facilities 
equal to the new demands of industry. He should be prepared to help his cus- 
tomers operate at a ‘1929 load’ without running up their maintenance inventories.” 
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What Industry Control Means 
to the Distributor 


Facts gathered from various sources with a view to 
giving industrial distributors some idea of how this 
new legislation will affect them 


What Has Been Done 


HE Industrial Control Bill is 

now a law. The administration, 
headed by General Hugh Johnson 
and consisting of several deputy ad- 
ministrators and various committees 
appointed to represent business in 
general, the administration and labor, 
has already inaugurated public hear- 
ings on the first of the codes of fair 
competition to be submitted, that of 
the textile industry. 

General Johnson has stated, in a 
few short, terse sentences, his con- 
ception of the law and there seems 
little reason to doubt the fact that 
his interpretation is that of the pres- 
ent administration. Briefly, he feels 
that the law is intended for one pri- 
mary purpose, to increase employ- 
ment and purchasing power through 
control of maximum hours of labor 
and minimum wages. Observers 
seem inclined to think that General 
Johnson is the type of man who will 
hew to the line once his job is clear. 


W hat Will Be Done 

HE Administrator’s announced 

program calls for consideration 
first of those industries which are 
large employers of labor—textiles, 
coal, iron and steel, automobiles, and 
petroleum. These will be followed 
by all others just as soon as they 
can be heard. 

It seems pretty generally conceded 
that primary stress is to be laid on 
maximum hours of labor and mini- 
mum wages. However, each indus- 
try will be encouraged to eliminate 
from its trade practices those ele- 
ments which are injurious to profit- 
able business. Price fixing, at the 
outset, will not be looked on with 
favor. However, resale price main- 
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tenance seems allowable under the 
law and price control to prevent sell- 


ing below cost will be encouraged. 


Distributors Must Present Code 

LVIN SMITH and the commit- 

tee from the Southern Supply 
and Machinery Distributors’ Associa- 
tion met in Washington on June 21 
with Major R. B. Paddock, assistant 
department administrator under one 
of the six deputy administrators. 
Major Paddock was asked if it was 
necessary for distributors to present 
a code and replied emphatically in the 
affirmative. 

One of the committee expressed 
the thought that the codes of manu- 
facturers selling through distributors 
could embrace practices of distribu- 
tors. Major Paddock was of the 
opinion that distributors, jobbers and 
wholesalers have problems of their 
own in trade practices peculiar to 
their set-up and that unfair competi- 
tive practices must be eliminated 
within the industry. 


Who Should Be Included 


AJOR PADDOCK advised the 

same committee that the ad- 
ministration did not wish to receive 
applications from, and set up codes 
for separate trade association groups 
in allied industries. It is probable 
that the several associations inter- 
ested in similar fields will be asked 
to submit a joint code. Those men- 
tioned included: the mill supply and 
machinery associations, the pipe and 
supplies associations, heavy hardware 
and wholesale hardware. 

Once the master code has been 
drawn up, it will have to be submitted 
to all members of these groups and 
all non-members. A majority, men- 


tioned tentatively as 75%, must ap- 
prove of the code before submission 
to the administrator. 


What Must the Code Cover 

RIMARILY, the code drawn up 

by the distributing industries must 
include a definite proposal covering 
maximum hours of labor and mini- 
mum wages. Since it appears that 
executives and office help are not to 
be considered at first anyway and 
since the above make up a large part 
of distributors’ forces, it will be seen 
that the distributing industries can 
make no real impression on the em- 
ployment problem. However, when 
it comes to improving conditions 
within the industry, a properly drawn 
code will do much towards increas- 
ing profits and thus raising wages of 
these executives and office workers. 


What Should Be Done 

Immediately 
NDUSTRIAL distributors must 
organize themselves into a repre- 
sentative association. Little will be 
accomplished for the industry if only 
a few belong to the association and 
the rest must be contacted individ- 
ually. Business has an opportunity 
to govern itself and bucking the will 
of the majority will sooner or later 
bring down the wrath of the admin- 

istration on the buckers. 

In the meantime, both associations 
in our field have suggested that their 
members get in touch with their 
sources of supply, pointing out to 
them the necessity of including in 
their costs a proper spread for dis- 
tribution. This step is wise, for no 
matter how good a horizontal code is 
drawn, vertical codes will have a vital 
effect on every distributor. 
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OUR DISTRIBUTORS ARE NOT OUR CUSTOMERS— 
THEY ARE OUR PARTNERS 


An Explanation of Osborn’s *Sales Co-operation 


Point No.5 in Osborn’s Partnership Policy with Distributors 


SBORN 
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‘Brush Conscious” [is 
tributor as a 
Consumer ot 
This 


construc 


hot a 


()sborn rushes. fact 


has a direet and 


tive influenee on Osborn’s 
sales co-operation with Dis 


tributors. 


every possible effort is made 


to furnish ‘“‘Brush Con 


scious” Salesmen with use 


ful information about 


(Osborn Brushes. 
\\V h enever 


quire the personal assistance 


conditions re 


of Osborn factory represen 
tatives in meeting customer 
requirements, such co-opera 
tion is available and gladly 
provided, 

The 


chief ob Ie ective of 


recognizes the 


Merchandiser 


Osborn sales co-operation is 


to help “Brush Conscious” 


Salesmen of Osborn Distrib 








THE 10 POINTS 


in Osborn’s Partnership 

Policy with Distributors 
Note: An explanation of 
each of the following points 
will appear in consecutive 
issues of ‘* Brush News.”’ 

. Method of Distribution. 

. Direct Sales. 

. Distributor Protection. 

. Resale Prices. 

. Sales Co-operation. 

. Advertising Co-operation. 

. Stock Control. 

. Competing Lines. 

- Product Research 

Development. 
10. Product Guarantee. 
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| THE OS80RN MANUFACTURING COMPANY 


5401 Hamilton Avenue - Cleveland, Ohio 


Sales Offices: 


New York - Detroit - Chicago - San Francisco 








PRODUCTION BRUSHES 


utors in the development of 


their potential market for 


(dsborn Brushes. 
The 


complete (shorn oor 


eantization  funetions efi 
cently to help the “Brush 
Conscious” Distributor pro 
tect his reputation lor 
prompt, thorough and eco 
nonueal brush service. 
Sales Co operation is one of 
the most important pomts im 
Qsborn’s Partnership Policy 
with Pistributors. 

Note: Next month’s issue of 


“Brush News” will explain 
how Osborn advertising and 


sales promotional activities 


are closely coordinated with 


sales Co-operation, 








FOR ALL REQUIREMENTS The Mark of Better Brush Service 


& SSBORN MAINTENANCE BRUSHES 


FOR ALL REQUIREMENTS 
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Performance ts 


An Explanation of 


HOW 
Osborn Wire Scratch Brushes are Quality-Made 


elt left—Wire for Osborn Scratch Brushes 
is protected from rust ina spectal storeroom. 
el “wet and dry bulb” recording thermoim 
eter holds atmospheric heat and humidity to 
carefully determined limits. 
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Proof of Brush Value 








An Explanation of 


WHY 
Osborn Wire Scratch Brushes are Quality-Made 


















CORRECT DESIGN 
OF BRUSH BLOCKS 


Bloc ks are accurately shaped so 
that when pressure is applied, 
each and every tuft of wire 
scratches the surtace of the object 
worked upon. 





DURABLE BLOCKS 
Careful selection and rigid: inspec 
tion of hardwood lumber used in 
blocks reduces possibility of check 
ing, splitting or other detects. 


SANDED FINISH 


Blocks are thoroughly sanded. The 
rounded edges make a brush that 1s 





















easy to hold in the hand. 





SECURELY STAPLED 
Fach tuft of wire ts stapled securely 
inthe block making an integral brush 
unit that defies long, hard usave. 





CONTINUOUS SCRATCHING ACTION SPECIALLY DRAWN WIRE 


Correct spacing between rows forces each row of wire Spec ial drawing and temper ing 
into scratching action just before the row ahead com processes prevent the wire from 
pletes its scratching action. bending down in use which assures 
This assures a continuous scratching action which is a brush that cuts quickly and wears 


nec essary to secure maximum performang e. down slowly ° 
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To ‘*Brush Conscious’ 
Phese facets about qualitv-made Osborn Wire Scratch Brushes should prove helpful in convineme your cus 


Salesmen of Osborn Distributors 


tomers that PERFORMANCE is the REAL TEST of VALUE. 





No. 1477 Osborn Wire Ne. 1781 Osborn Wire No. 1778 Oshorn Wire 
Scratch Brush Scratch Brush Scratch Brush 
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“Everybody knows 
exactly where 
everybody stands” 


A. P. Chase F. F, Ch 
- F. Chase 
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June 28th,1933 


The Osborn Lianufacturing Company, 
5401 Hamilton Avenue, 
Cleveland,Ohio, 


Attention of Mr.C.W.Titgemeyer 
Dear Lir.Titgemeyer, 


We note thru “Brush News" that some of our 
"Partners" in other parts of the country have commented 
on your ten point policy, and we ourselves would like to 
add a line or two on Point No.5 - Sales Cooperation, 


Everyone has heard of the year 1932, but in 
spite of all handicaps of that year, our gross dollar 
sales on Osborn Brushes increased over 1931. This fact in 
the face of lower prices. 


We attribute this increase to several very 
obvious reasons, namely, the right kind of merchandise, 
backed by intelligent advertising and consistent sales 
cooperation, both from the factory and district represent- 
ative, 


It is a pleasure to sell the Osborn line, for 
everybody knows exactly where everybody stands at all times. 


Very truly yours, 


CHASH, PARKER & COMPANY, Inc. 
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Morris Enters New Publishing Field 


After five years with Mill Supplies, Arch Morris resigns 
as general manager to take over the active management 


of publishing property which he has purchased 


RCH MORRIS, general 

manager of Mitt Suppries 

for the past five years, has 
resigned from his position, effective 
July 1, to take over the active man- 
agement of How to Sell, a magazine 
which he recently purchased. 

During the five years he spent with 
Mitt Supp ies, he has played an im- 
portant part in directing the publish- 
ing activities of this magazine over 
one of the most trying periods in the 
history of business. 

Making up his mind to sever his 
connection with Mitt Suppvigs was, 
in Arch’s own words, “the most diffi- 
cult decision I have had to 
make. 


ever 


“It was no easy task,” Arch said, 
“to tear myself away from an or- 
ganization with which I have worked 
so closely the past several vears and 
to divorce myself entirely from a 
field in which | 
friends. 


have many fine 
“In leaving the field, | want to take 
this opportunity to express my belief 
in the distributor. In my opinion, he 
is entering the greatest era of pros- 
perity in the history of the business.” 
Prior to his association with Mitt 
Suppties, he spent several vears with 
the Crowell Publishing Company as 
a representative on American Maga- 
sine. Before that he was western 
manager of /ndustrial Management, 
now a part of Factory Management 
and Maintenance. Previous to enter- 
ing the publishing business, he was 
in charge of personnel work with the 
Corn Products Refining Company, 
In taking over the direction of his 
new publishing property, he is enter- 
ing an entirely new field of publish- 
endeavor. How to Sell is a maga- 
zine of 25 years’ standing and is 


ing 


edited for specialty salesmen in the 
“home field.” His headquarters will 
be in Chicago. 

Arch Morris’ leaving will in no 
way affect the present personnel of 
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MILL Suppvies, excepting that it will 
place greater responsibility on those 
men have been active on the 
magazine for the past several vears. 

In starting out for himself, 


who 


we 


Morris 


know that Arch’s many friends in the 
mill supply field—both manufacturer 
and distributor—will want to join 
Mitt Supriies in wishing him suc- 


cess. 
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Are You Prepared for the 
Business Upturn? 


HE demand for industrial supplies and 

equipment continues to increase as 1s 1n- 

dicated in the reports of distributors’ 
June sales which are 15° better than May. 
June business, incidentally, was 65‘¢ greater 
than February. 


This demand for industrial supplies, of 
course, will grow heavier as industry feels the 
full effect of the administration’s industrial 
program and business enterprises begin to 
operate at more nearly normal proportions. 


Along with the noticeable increase in indus- 
trial activity, which has become more and 
more apparent the past few weeks, has been 
a marked stepping up of commodity prices. 
Add to these higher prices the fact that labor 
costs are sure to increase and it is not difficult 
to see that present-price levels will have to be 
jumped up. Asa matter of fact, the prices of 
certain industrial supply items—mechanical 
rubber goods and hack saw blades—have 
already been raised and increases on other 
items are in the making. 





What does all this mean to the distributor? 
In the opinion of many leading manufacturers 
of industrial supplies, today offers the far- 
sighted distributor an unusual profit-oppor- 
tunity. Stocks of supplies in industrial plants 
and on distributors’ shelves, by and large, are 
at a minimum, certainly inadequate to take 
care of any such upturn in industrial activity 
as is anticipated. If distributors are to share 
fully in the business revival, it is essential that 
they have adequate stocks. Merchandise pur- 





chased now probably will prove a good in 
vestment for prices are unlikely to go lower, 
in most cases, are apt to go higher. 


For these reasons, manufacturers believe 
that distributors will do well to anticipate re- 
quirements for at least 60 to 90 days, in some 
instances longer. 


The article on page 6, representing the 
views of a large number of industrial supply 
manufacturers contains a lot of sound advice 
which distributors should find helpful. 


Every distributor obviously must decide for 
himself what purchasing course he will fol- 
low, but in these uncertain times, it is good 
business to weigh carefully the opinions of 
others. 


XK 


The Government Sets a 
Bad Example 


HE elimination of unfair trade practices 

to the end that business enterprises can 

operate at a profit is one of the chief 
aims of the National Industrial Recovery Act. 
Through this legislation, the government, 
among other things, hopes to discourage 
price-cutting. This is commendable and all 
industry should applaud it. 


Yet, while insisting that industry make a 
profit so as to be able to pay higher wages 
and employ more workers, the government, 
in its own buying, seems to have as its chiet 
concern the desire to buy at the lowest pos- 
sible price. At least such is the case in one 
instance which has just come to our attention. 


Bids were recently asked for by the United 
States Marine Corps for 10 die stocks with- 
out dies. In requesting these bids, it was 
stated that the successful bidder would have 
to accept, as part payment, 10 used die stocks 
located at the Marine Barracks, Quantico, 
Virginia. Bidders were requested to inspect 
these used stocks before entering bids. 


By asking for a trade-in allowance on these 
used tools, which have no value to a distribu- 
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tor, the government has really suggested that 
the distributor accept less profit. Encourag- 
ing a trade-in allowance also opens up a fertile 
field for price-cutting. 


If a distributor is successful in securing this 
government business, he must unbox 10 new 
tools, remove and keep 40 sets of spare dies 
and rebox the tools for shipment. All this 
costs money, thus cutting into profits. 


As one manufacturer puts it, there’s no 
more sense in selling die stocks without dies, 
than in selling wheel cutters without wheels 
or automobiles without tires. 


Instances, such as these, tend to increase 
unfair trade practices rather than do away 
with them, preclude the possibility of making 
a legitimate profit instead of encouraging 
profitable selling and therefore should be dis- 
couraged. 


With the “new deal” for business which is 
being ushered in by the National Industrial 
Recovery Act, it seems incredible that pur- 
chasing practices, such as referred to here, will 
long be tolerated by the present administra- 
tion. 


YA 


A Premium on Sales and Service 
BP seks sce a who are going to 


profit most during the present busi- 

ness upturn are those who give real 
service and do the best selling job. That's as 
it should be, too, because, after all, distribu- 
tors are sales and service institutions. 


Yet, as has been the case in so many fields 
of endeavor in the past, the life of the pro- 
gressive, straight-shooting distributor has 
been made miserable by the few “chiselers” 
whose only business weapon is a “cut-price.” 


Under the new industrial scheme of things, 
however, it looks as though the situation is 
going to be reversed. The government has 
stated in no uncertain terms that it will frown 
on unfair trade practices and that offenders 
will be subject to fines and imprisonment. In 
the field of industrial distribution, this means 
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that those distributors who have nothing to 
sell but price might just as well liquidate now 
because they aren't going to be allowed to 
upset markets as they have in the past to the 
detriment of the rest of the industry. 


A premium is being placed on salesmanship 
and service. The distributors who have a staft 
of men who can sell, whose stocks are ade- 
quate to take care of their customers’ de- 
mands and whose service facilities are com- 
plete are the ones who are going to thrive 
from now on. No longer will the slogan 
“IT can sell you cheaper” be an effective sales 
weapon. It is being replaced with the more 
equitable slogan, “I can serve you better.” 


x 


Are You An Association 
Member? 


HE “join your association” movement is 

gathering momentum throughout all in- 

dustry. This is a natural result of the 
government's industrial program which desig- 
nates trade associations as important instru- 
mentalities in carrying out the law. 


The associations in our industry are hard 
at work making themselves ready to fit in with 
the “new deal” which is being arranged for 
business. Committees have been appointed 
to keep in close touch with Washington so as 
to be able to give sound guidance to members 
of the industry. 


It is a fact, of course, that the more repre: 
sentative your association is, the better it can 
represent your interests. Therefore, it seems 
good sense for those distributors not now as- 
sociation members to join and for present 
members to use their influence in getting out- 
siders in. 


While the convention dates have not yet 
been definitely set, the most important meet- 
ing in the history of our industry will be held 
in Washington early this fall. You'll want to 
be there and you'll want to come as a full 
fledged member. The cost is little for what 
you will get. 











A Purchasing Contract That Protects 
the Distributor’s Interests 


HE National Industrial 

Recovery Act provides for 

cooperative action within 
trade groups to eliminate unfair 
competitive practices and to en- 
courage national industrial re- 
This act authorizes the 
President to approve voluntary 
agreements within trade groups 
for the establishment of a “code 
of fair competition.” 


covery. 


If volun- 
tary agreement within an indus- 
try is not reached, the President 
is authorized to prescribe a lim- 
ited code of fair competition, 
and thereafter no person within 
such industry may carry on busi- 
ness in interstate commerce with- 
out first obtaining a license from 
the Government to do so, 

In a recent address the Presi- 
dent declared that a small minor- 
ity of units in many industries, 
by “cut-throat” competition, have 
been preventing cooperative ac- 
tion in industry. He assured in- 
dustry that it would have the 


support of the Government in 


bringing these minorities to an 
understanding that unfair prac- 
tices are contrary to a sound pub- 

policy. The President fur- 
ther stated that these conditions 
must be rectified, that order must 
be restored and that the attain- 
ment of this objective depends upon 
the wilh individuals with- 


neness of 
in an industrv to with 
one another to this end and_ also 


industry's 


cooperate 
willingness to cooperate 
with the Government. These con- 
ditions apply with equal force in the 
listributing field, 
Manufacturers have in some. in- 


stances been giving preferential 
treatment to certain distributors or 
preferred accounts in other channels 
of distribution. Their published 
prices and discounts 


means little, because it is sometimes 


schedule of 


possible for an important account to 
secure special concessions, 

The distributor, large or small, re- 
alizing that the prices quoted by some 
manufacturers are variable and not 
fixed, secret rather than open, has 
at times felt the necessity to bargain 
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By D. W. NORTHUP 


President, The Henry G. Thompson 
and Son Company, 


New Haven, Connecticut 


for better This 
system of secret concessions has led 
to unfair competition and a lowering 
oft prices to less profitable levels. 


prices and terms. 


lo rectify this condition, a new 
instrument has been devised which is 
a powerful aid to the distributor. 
This instrument is a purchasing con- 
tract which deals with certain classes 
of fair practices only and does not 
deal with specific prices. 

This purchasing contract, so far as 
is known, is entirely new. Its merit 1s 
recognized by the secretary of the 
National Association of Purchasing 
Agents, the president of the Connecti- 
cut \ssociation, the president of the 
Rhode Island Association and editors 
of several publications including M1Lv 
Suppiies. Others prominent in the 
purchasing world have subscribed to 
the worth of the purchasing contract. 


Heretofore, if the statement 
were made that the buying policy 
is as effective in controlling sell- 
ing prices as the sales policy it- 
self, it would have received little 
credence. Today, however, the 
realization that definite buying 
policies will play an important 
part in the future stabilization of 
the distributing field has caused 
the presidents and secretaries of 
the American Supply and Ma- 
chinery Manufacturers’, National 
Supply and Machinery Distrib- 
utors’ and Southern Supply and 
Machinery Distributors’ Associa- 
tions to meet for the purpose of 
formulating and recommending 
a standard purchasing policy to 
their members. 

At the next joint convention 
of these associations a prominent 
part of their program will be 
devoted to the consideration ob 
a standard set of 
practices. 


purehasing 
At this time, the pur- 
chasing contract will be pre- 
sented, 

The contract form shown on 
page 26 has been passed upon 
and approved by attorneys as 
being legal, binding and giving 
due protection to the 
utor. 


distrib- 
The signing of the pur- 
chasing contract does not prevent 
the distributor morally or legally 
from securing prices from the sell- 
er’s competitors. If better prices, 
quality, terms or a more favorable 
sales territory can be secured from 
a competing manufacturer, the dis- 
tributor is free to change his source 
of supply immediately. As the pur- 
chasing contract does not stipulate 
that the distributor must purchase 
all of his materials from the seller, 
it therefore leaves the distributor free 
to buy as much or as little from the 
seller as he desires. In changing a 
source of supply, however, the dis- 
tributor should request the new sell- 
ing company to sign a_ purchasing 
contract so that the distributor will 
be assured that the new selling com- 
pany will not sell the distributor’s 
competitors at a lower net cost. 
The operation of the purchasing 
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WE’RE 


RS TO PHONE THEIR JOBBER 


— Day -scoor Pulleys and Dayton Cog-Belts 


in all sizes, available everywhere 


We're telling plant executives that 
Day-Steel Pulleys and Dayton Cog- 
Belts, in a complete range of sizes, are 
carried in stock in every leading indus- 
trial center. And we’re also telling 
them to phone their local jobber at any 
time for information, quotations, or 
installations, and he'll be in position 
to give them quick service. 

And along with this prompt and 
complete service which we’re offering 
to buyers of power transmission equip- 
ment, Day-Steel Pulleys used with the 
famous Dayton Cog-Belt, also assure 
new economy, new efficiency, new 
standards of performance. Here are 
some of their outstanding advantages: 


1. Their initial cost and maintenance 
expense are from 30% to 50% lower. 


2.They are stronger and more rigid, 
yet lighter in weight. That’s 
because they are accurately formed 
from heavy-gauge pressed-steel, 
strongly welded both at the rim and 
at the web. 


3.They are accurately balanced and 
run “‘true’’, because they are rigidly 
assembled with a hub of unique 
design. 


A. Their high quality aluminum finish 
gives complete protection and a 
more attractive appearance. 


3. They are now available in from one 
to six grooves—in all speed 
ratios; all center distances; 
all ratings up to 714 H. P. 


G. They are individually pack- 
aged and include inter- 
changeable bushings for 
any sized bore. 





With qualities like these, Day-Steel 
Pulleys with Dayton Cog-Belts are 
easier to sell... an unusual oppor- 
tunity for Mill Supply Houses and 
their salesmen to get more power 
transmission equipment business both 
for new and for replacement installa- 
tions. We'd like to tell you how we 
cooperate with you in serving all in- 
dustries quickly and efficiently 
without the necessity of 
carrying large inventories. 
Your inquiries are invited. 


THE DAYTON RUBBER 


MANUFACTURING CO. 
DAYTON, OHIO 


Hayton 


COG-BELT DRIVES 














Tuis AGREEMENT, made and entered into this 


day eae teaneatnted 


eri: 193_...........by and between 


ite drachau darlin psu atccscdesadauae hereinafter called the BUYER, 


hereinafter called the SUPPLIER, witnesseth: 


WHEREAS, this agreement guarantees that materials purchased by the BUYER 
will not be at a higher net cost, except as hereinafter specified, than materials 
sold to any of BUYER’S competitors: 


Now, THEREFORE, the SUPPLIER agrees, 


EQUAL 
NET COST 
GUARANTEE 


QUANTITY 
DISCOUNTS 
&@ SCHEDULES 


PRICE 
CHANGES 


OTHER 
GRADES OF 
MERCHANDISE 


BONA FIDE 
CONTRACTS 


OBSOLETE OR 
SECOND-QUALITY 
MERCHANDISE 


ACCURATE 
REPRESENTATION 


First. In consideration of the undertakings of the parties 
hereto, the Supplier agrees to furnish materials which 
may be ordered by the Buyer and not to charge the 
Buyer a higher price, terms or less favorable conditions 
of sale than the Supplier charges to any of the Buyer's 
competitors for like quality, approximate quantity and 
delivery. Less favorable conditions of sale refer to such 
items as advertising, freight, packing and carting allow- 
ances, rebates, protection against price decline, consigned 
stocks or any special concessions which affect the net cost 
of materials purchased. 


Second. The Supplier agrees to offer the Buyer any 
quantity schedules (commonly known as quantity dis- 
counts from fist prices, or net prices based on quantity 
purchases) which the seller may have in effect at any 
time, and at the same prices, terms and other conditions 
of sale for the same quantity purchases that he offers 
to Buyer’s competitors. 


Third. When Seller quotes lower prices, terms or better 
conditions of sale to Buyer's competitors than quoted 
Buyer, the Seller agrees to immediately quote the Buyer 
the same lower prices, terms or better conditions of sale. 


Fourth. If Supplier manufactures or furnishes a_ sub- 
stantially improved quality of merchandise at the same 
or lower price, or if Supplier conceives, develops nad 
supplies a materially different merchandise in the same 
general classification at lower or higher prices, Supplier 
will immediately offer this same merchandise to the Buyer 
at the same price, terms and other conditions of sale as 
he does Buyer's competitors. This clause does not abro- 
gate or alter in any particular, bona fide contracts for 
definite quantities, quality, price, terms and date for full- 
filment. 


Fifth. This agreement is effective on bona fide contracts 
only insofar as on the date the contract is made, the 
Seller agrees to quote the Buyer the same price, terms 
and other conditions of sale, as Seller sold or quoted 
Buyer's competitors on date contract was made for an 
approximate quantity. 


Sixth. This agreement applies to obsolete merchandise 
and second-quality merchandise disposed of by Seller when 
requested in writing by the Buyer. 


THE BUYER agrees, 


One. That any inferences or actual disclosures, if made, 
by Buyer to Seller or his salesmen concerning purchases, 
quotations, prices, terms, and all other conditions of sale 
will be accurately represented. Quantity to be purchased 
and deliveries required thereon will also be accurately 
stated 


THE CONDITIONS OF THIS AGREEMENT ARE SUCH, that either party may cancel 


same 


PROVIDED, ten days’ notice in writing is given to the other party 
In Witness Wuereor, the BUYER and SUPPLIER have set their hands 


and seals: 


BUYER ..... 

BY . Rasa 
Purchasing Agent 

SUPPLIER 

BY 


President 








This purchasing contract form has been passed upon and approved by attorneys 
as being legal, binding and giving due protection to the distributor. 
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contract is particularly adapted to 
purchasing of stable lines of mer- 
chandise sold principally through 
distributors and on which a price is 
given and orders are placed at this 
price until it is changed. When the 
distributor has secured what seem to 
be satisfactory prices and terms, he 
requests the seller, when the initial 
order is placed, to have an officer of 
the selling company sign the pur- 
chasing contract, thus binding the 
seller to accord the distributor as low 
prices as the seller quotes to the dis- 
tributor’s competitors. The signing 
of the contract then places the dis- 
tributor on the seller’s list of pre- 
ferred customers. 

The provision of the contract per- 
taining to quantity discounts and 
schedules refers to those commodi- 
ties the list price, discounts and net 
price of which vary according to 
quantity purchased. It assures the 
distributor that the seller will offer 
him the quantity schedule discounts 
and prices which he offers other dis- 
tributors. Thus the distributor will 
have the opportunity of purchasing 
the maximum quantity of merchan- 
dise that he can use in a given length 
of time. * 

The contract regulation relating to 
price changes requires the seller, 
whether the distributor is then in the 
market or not, immediately to quote 
him whatever lower prices the seller 
accords the distributor’s competitors. 

The stipulation referring to the 
other grades of merchandise pro- 
vides that the seller will offer the 
distributor the same class of mate- 
rial and at the same net cost that the 
seller offers to any distributor. This 
will prevent the seller from slightly 
changing the quality, design, appear- 
ance, or packing of merchandise pur- 
chased by the distributor and offering 
the so-called different grade of mer- 
chandise to a competitor in any chan- 
nel of distribution at a lower price. 

The agreement having to do with 
bona-fide contracts provides that a 
contract placed for a definite quan- 
tity, quality and price, is effective 
until the contract is completed, 
whether the prices advance or de- 
cline. This clause, however, does pro- 
tect the distributor on the date the 
contract is placed for it guarantees 
that on that date the seller’s price and 
terms are as low as offered to the 
distributor’s competitors. 

The paragraph referring to obso- 
lete and (Continued on page 51) 
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THERE IS 


DIFFERENCE 





difference. 








SMALL TOOLS may all look alike, but results prove that there is a 
In the case of Morse Tools that difference shows itself in 


longer workin life, decreased production costs. 


Morse advertising is helping, you to sell by featuring this slogan in lead- 
THERE IS A DIFFERENCE. Your small 
tool sales will react favorably if you follow the Morse line of attack. 


MORSE 


TWIST DRILL & MACHINE COMPANY 


NEW BEDFORD. MASS.,U.S.A. 
Chicago Store, 570 West Randolph Street 


ing consumer magazines: 


New York Store, 92 Lafayette Street 

















The Morse Line 
includes 


High Speed and Carbon 


DRILLS 
REAMERS 
CUTTERS 

TAPS AND DIES 
SCREW PLATES 
ARBORS 
CHUCKS 
COUNTERBORES 
MANDRELS 
TAPER PINS 
SOCKETS 
SLEEVES 








Jest Between Us Salesmen 


OMEONE said that “success in 

selling is one-third inspiration 

and two-thirds perspiration.” 
Personally I think that is just a lot 
of hooey. 

Even in winter it is not so difficult 
to “work up a sweat” and in summer 
the old moisture just rolls off you. 
The man who perspires the most is 
not the most efficient fellow, not by 

jugful. 

I dare say you’ve all been out to 
the golf 200- 
pounder swingin’ wild, and just oozin’ 
HO as he trudges along o’er the 
greensward in his effort to “bust a 
hundred” and who is the nearest per- 
sonification of misplaced energy of 
anything I can think of right off 


links and seen some 


hand. 
Then a little later, perhaps, vou’ve 
seen a slim fellow who should wear 


flat-irons on his feet to keep from 
being blown off the course and prob- 
ably not weighing over 95 or a hun- 
dred pounds soaking wet “take that 
old course” for a ride to the tune of 
80 or better. 

born and 
like salesmen. But mighty 
few of them. All of us have heard of 
the “natural born salesman” and the 
swath he cuts in the game of selling. 
While there are such men, they lack 
the polish and skill of the trained 
man, the fellow who has studied and 
practiced his art 
Bobby 


sli rt 3” 


Golfers are sometimes 


not made 


year after year. 
Jones or any of the “big 
in golf were practically raised 
with a golf club in their hands. After 
the Trans-Mississippi tournament, | 
talked with little “Phyl” Buchannan 
who copped the first prize and found 
she had been “born and raised” on 
the Lakewood course in Denver, or 
just across the street from it. While 
not quite 22, she had been playing 
golf for seven years and step by step 
she had improved her game until she 
brought home the bacon in a major 
tournament. “Phyl” weighs under a 
hundred but, oh, you skill and grace. 
Practice and study did it. 
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By SAM SELLEM 


Salesman 


Why cannot this same rule be ap- 
plied to selling? Flying hither and 
yon just “making calls” gets us no 
piace. Twenty calls a day and two 
orders is not as good a batting aver- 
age as eight calls a day and four or- 
ders. More inspiration, less perspira- 
tion is what all of us must have if we 
are to bring home the bacon. Inspira- 
tion is no gift from heaven or manna 
from the skies, it is simply knowing 
the customer and prospect and giving 
him what he wants, 
he needs. 


or better, what 
One of the simplest rules 
for a salesman to “improve his game” 
is, When he has lost an order or not 
made a sale, to ask himself “why”. 
Go over the interview. What did he 
say that he should not have said? 
What did he omit that should have 
heen brought out? Did he talk too 
much? Did he have the 
data? You know w 
inistakes as well 


required 
e learn from our 
from our. suc- 


cesses, if we admit them and try to 
rectify them. But, if we sail along 
and take every call as “e pluribus 
unum” in the day’s work we'll never 


3usiness is a 


~ ge . - ~~ Be = 
AC, 
(c cant 


“crack a hundred,” 


as aa Wa 
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{ye Mikey) y ag a = Men 
p > ila a 
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+) Cy ims | ween 


‘BALL PARK ant 


“a 


game, and as there are dubs in sport, 
just so there are dubs in the selling 
game, simply because they do not 
practice, and study. 

With the outdoors calling us these 
days, let us take a lesson from sports, 
but not on the boss’ time. I know it 
is a strong temptation along about 
four o’clock in the afternoon to 
“chuck” the last two calls on our list 
and go out to the ball park, or the 
swimmin’ pool, er the golf links and 
enjoy ourselves. But “ 
calls” may be ‘ 


those last two 
‘clean hits” and turn 
an otherwise unprofitable day into a 
successful one. While it is true that 
“all work and no play makes Jack a 
dull boy,” let us play on our own time 
and we'll enjoy it more. 
girls in college may 


3oys and 
“cut classes” but 
down in their innards they know they + 
are doing wrong and it is the same 
with those of us who lop off an hour 
r two of the time the boss is paying 
us for. I have never found a sales- 
man vet who “knocked off” an hour 
or two ahead of time who ceally was 
made “brighter” by such procedure. 
These days ( Continued on page 54) 


FM. 


Ball games are tempting, of course, but they have never brought in an order as yet. 
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HEN a man is walking on a steel girder a couple of hun- 

dred feet above ground and leaning against the wind 
(actually leaning, mind you), he is the sort of man who makes 
good in spite of hard conditions, not because of favorable ones. 


He is the type of man you would not hesitate to recommend. 


And because Nicholson Files, too, do their work well in spite of 
conditions rather than because of them, you can recommend them 
for industrial use without any reservations about their quality. 


When you sell Nicholson Files, you are selling tools with a long 
and honorable record of doing excellent work under hard con- 
ditions. There is no doubt about it — you are selling the 
highest file quality when you make a sale of Nicholson Files. 


Nicholson File Company, Providence, Rhode Island, U. S. A. 
| NICHOLSON 
A FILE FOR EVERY PURPOSE FILES oe 
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66 ROM the front to the back, 
the May issue of Mitt Svup- 
PLIES is the finest you have 

ever gotten out. It should be re- 

ceived by industry in a splendid way. 

I want to commend your publication 

on its aggressiveness in placing be- 

fore industry the economic impor- 
tance of the distributor with proof 
that he can serve industry econom- 
ically.” R. K. Hanson,  secretary- 
manager, American Supply and Ma- 
chinery Manufacturers’ Association, 
Incorporated. 
i. 

“T am going over the information 
contained in your May issue very 
carefully and making splendid use 
of it in connection with our market- 
ing courses. You may be sure that 
every one of our students appreciates 
the numerous services which the dis- 
tributor can perform economically 
for manufacturers of industrial 
goods.” D. J. Duncan, Northwestern 
University. 

* * * 

“Not only I, but my associates 
as well will review the May issue 
of Mitt Suppiies with careful in- 
terest.” FE. W. Ely, chief, division 
of simplified practice, Department 
of Commerce. 

x * * 

“T have just gone over the May 
issue of Mitt Suppties with great 
interest. As I am engaged in gather- 
ing material for a book on industrial 
marketing which is to be published 
the latter part of next year, I am 
particularly interested in having the 
material you have published, It 
is my intention to present the case 
of the distributor as fairly as pos- 
sible and the material in this issue 


will be of great benefit.” J. H. Fred 
erick, assistant professor of market- 
ing, University of Pennsylvania. 

a * * 

“[ have nothing but praise for 
your May issue. It should be a 
tremendous help to distributors as 
well as manutacturers who sell 
through them.” ¢ W. Machon, 
Brown and Sharpe Manufacturing 
Company. 

k ok of 

“The information contained in the 
May issue of Mitt Supp ies is ex- 
tremely helpful and I am glad to 
have been of assistance to you in pre- 
paring it.” J. W. Nicholson, pur- 


chasing agent, City of Milwaukee. 
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Rditor, 

Mill Supplies, 

520 N, Michigan Ave., 
Chicago,I11. 


“We wish to compliment you on 
your May issue. We have sent 
copies to our customers and are 
arranging to have them followed 
up through our salesmen.” C. J. 
\mbrogi, manager, Ford and Ken- 
dig Company. 

ad & 

“The May issue of Mitt Sup- 
PLIES has been put into the hands 
of a carefully selected list of plants 
in our territory. Through this is- 
sue, we believe the industrial buyer 
can acquaint himself with the ad- 
vantages of purchasing through 
the distributor.” A. W. Claffey. as- 
sistant manager, Indianapolis Belt- 
ing and Supply Company. 

x * x 


“The May issue of Mitt Suppiies 
contains a lot of useful informa- 
tion on industrial distribution. In 
collecting the facts, it seems to 
me that your journal has_ per- 
formed a very useful service to the 
trade which it covers.” R.S. Alex- 
ander, Columbia University. 

* * * 

“In my opinion, the May issue of 
Mitt Suppttes is the finest contribu- 
tion that the industry has ever re- 
ceived from a publisher. The com- 
pliments this issue received which 
reached my ears from southern dis- 
tributors were too numerous to set 
forth. Every one was really amazed 
at the material gathered together and 
presented in this one issue.” W. FE. 
Cain, secretary, Joint Merchandising 
Committee. 

* Ok 

“We want to congratulate you 
on the effort vou are putting forth 
in behalf of distributors. Each of 
your editions is more interesting 
than the previous one. Fach of 
our salesmen receive Mitt Supplies 
and there is always some point 
taken from your publication that 
is brought up in our sales meet- 
ings.” J. C. Cowan, manager, sup- 
ply department, Alamo Iron Works. 

* 


“We are very much pleased with 
the complete, authoritative presen- 
tation of facts contained in your 
May issue. The entire contents 
have been discussed with our sales- 
men and they have positive in- 
structions from our office as to 
how to use them.” J. J. Badalli, 
Standard equipment and Supply 
Corporation. 


“The May issue of Mitt Suppties 
is a mighty fine publication and you 
ought to be proud of it. It presents 
in a most forceful manner a strong 
argument in favor’ of distribution 
through the distributor rather than 
direct. There is no question in my 
mind but what the distributor is a 
most essential part of our industrial 
structure. Whether you’ consider 
him an evil or not, he performs a 
distinct and useful service.” — 
Leverone, vice-president, Stein, Hall 
Manufacturing Company. 

* * = 

“Those responsible for the May 
issue of Mitt Suppiies deserve to 
be commended. It should be of real 
help to distributors. A careful 
reading of this particular issue by 
buyers should be helpful in con- 
vincing them of the economies in 
purchasing from the distributor.” 
R. Blair, vice-president Stan- 
dard-Machinists Supply Company. 

- * ok 

“The big issue is here and I have 
taken time out to run through the 
work. It reflects great credit on 
Mitt Suppuits. As a text book for 
salesmen, it is unsurpassed. Classes 
could be started to advantage in 
every supply house and examinations 
conducted by executives with the 
sales force as students. As a matter 
of fact, some of the bosses could 
join the classes, too. While I ex- 
pected you were going to give us a 
fine issue, I did not look for the 
masterp‘ece you turned out.” F. S. 
Cronk, Denver. 

* * x 

“The May issue of Mitt Supriirg 
has been enthusiastically received 
in our organization. Our salesmen 
think it is the best issue you have 
ever put out and it will be a de- 
cided help to them in selling our 
company to buyers. As you know, 
we purchased 100 copies which are 
being carefully distributed to key 
men in various plants in our terri- 
tory.” A. M. Smith, president, 
Smith-Courtney Company. 

* * * 


“We are having our salesmen 
learn a ‘bang-up’ story which he 
will use in presenting your May 
issue to the hundred largest fac- 
tories in our territory. This maga- 
zine will not only have its influ- 
ence on the buyer, but we know 
it is having a good influence on 
our own salesmen.” A. J. Sparks, 
manager of sales, F. Raniville 
Company. 

x * 

“Congratulations on the produc- 
tion of an issue which should as- 
sist the supply industry very ma- 
terially. We are planning to study 
and discuss it throughly in our 
sales meetings.” V. C. Boyd, vice- 
president, Standard-Shannon Sup- 
ply Company. 

* * 

“Each of our salesmen received 
a copy of Mitt Supptirs as they 
are all subscribers and are now 
studying it diligently. They will 
make use of it in their calls and 
will discuss its contents with cus- 
tomers. We have distributed copies 
of this magazine to industrial 
plants in our territory through our 
salesmen.” H. H. Kuhn, general 
manager, The Hardware and Sup- 
ply Company. 
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é Plants are re-opening. Machines as 


well as men are going back to work. 


Goodyear Mechanical Rubber Goods 
Distributors are making more sales. 


More business is coming their way because 
they are prepared for it. Prepared for it with 
a complete line of mechanical rubber goods 
—many of exclusive design and special value 
—all of them bearing the world-recognized 
quality mark and brands of “the greatest 
name in rubber.” 


More business is being directed to Goodyear 
Mechanical Rubber Goods Distributors by 
Goodyear’s consistent advertising of these 
products in both national magazines and key 
trade journals. 


Further support is given to Goodyear Mechani- 


THE GREATEST NAME 
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=> 
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BRINGS MORE 


DISTRIBUTORS 


SALES TO 
GOODYEAR 










cal Rubber Goods Distributors by Goodyear’s 
Business Building Helps and Goodyear’s 
service of plant analysis and product specifica- 


tion by the G.T.M.— Goodyear Technical Man. 


The Goodyear Mechanical Rubber Goods 
Distributor meets the new demand with the 
finestquality line of rubber products for indus- 
try that has ever honored the Goodyear name. 





There may be an opportunity to obtain a Good- 
year Mechanical Rubber Goods Distributorship. 
Why not investigate? Address Goodyear, Akron, 
Ohio, or Los Angeles, California. 





IN RUBBER 


PACKING 








KEEPING POSTED » » 


Newsy facts about industrial distributors 


and their salesmen 











F. I. Rogers Dead 

I’. 1. Rogers, treasurer and general 
manager of The Darrow and Com- 
stock Company, New London, Con- 
necticut, died on June 12. 

New officers of the company are: 
William M. Darrow, president, S. G. 
Holloway, secretary; and E, N. Ed- 
wards, treasurer. 

Ryerson Appoints Kurfess 

Assistant Vice-President 

\\V. F. Kurfess, manager of the Mill 
department of Joseph T. Ryerson and 
Son, Incorporated, has been appoint- 
ed assistant vice-president of the com- 
pany. M. J. Hartigan succeeds Mr. 
Kurfess as manager of the Mill de- 
partinent. 

Mr. Kurfess attended the U. S. 
Naval Academy, graduated from Pur- 
due University and was a member 
of the first officers’ training class at 
\nnapolis at the outbreak of the 
World War. Later he was a heuten- 
ant aboard the U. S. S. Porter in ac- 


tive destroyer duty off England and 
Irance. 

He entered the structural engineer- 
ing department of the Ryerson Com- 
pany in 1912 and has held many posi- 
tions leading up to his present respon- 
sibility. 


aK * * 


Haverstick Business Much 
Improved 

Haverstick and Company, Incor- 
porated, Rochester, New York, re- 
ports May business as 20% above 
May, 1932. An additional truck has 
been put on and another shipping 
clerk and a man in the office added. 


+e * 


C. L. Wheeler, Vice-President, 
Salt Lake Hardware 
Charles L. Wheeler, formerly sec- 
retary, The Salt Lake Hardware 
Company, Salt Lake City, has re- 
cently been appointed vice-president 


and assistant manager of that organi- 
zation, replacing H. A. Schweikhart. 





A feature of the weekly meetings held by George A. Myers and Company, Incorporated, 
Paterson, New Jersey, is a talk given by one of the company’s salesmen on one of the 
lines handled. The subject is assigned in advance, thus giving the speaker time to pre- 
pare himself thoroughly. John Raupp, standing at the extreme left of this group, is 
delivering a talk on packing, using an old piston and rod to illustrate his points. 
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As evidence of its faith in silver 
and for the purpose of creating in- 
terest in the silver question through- 
out the East, and to stimulate inter- 
est in one of the West’s basic indus- 
tries, The Salt Lake Hardware 
Company recently expressed 7,000 
silver dollars to the Horton Manu- 
facturing Company, Fort Wayne, 
Indiana, in part payment of two car- 
loads of Horton washers. The ship- 
ment weighed 406 pounds. 


* * * 


Industrial Supplies, Incorporated, 
Exhibits at Cotton Oil 
Convention 

Industrial Supplies, Incorporated, 
Memphis, Tennessee, exhibited the 
products of many of the manufac- 
turers it represents at the conventios 
of the Tri-States Cottonseed Oil Mill 
Superintendents Association on June 
8, 9 and 10. 

Among the products which were 
attractively arranged in the booth 
were: brooms manufactured by Jo- 
seph Lay Company; rubber belting, 
Quaker City Rubber Company; 
leather belting, Chicago Belting Com- 
pany; Glauer Metal Company’s bab- 
bitt metal; French Oil Mill Machin- 
ery Company’s repair parts; Bruce 
asphalt and fibre roof coatings; Fit- 
ler rope and twine; and Maline Mal- 
leable Iron Company’s chain. 

R. D. Van Dyke, Jr., president, 
John R. Rother, treasurer, G. E. 
Thorn, secretary, William Newton, 
Jr. and F. B. Perry were in attend- 
ance during the three day session. 


* * * 


Better Business Noted in Holyoke 

A communication from R. E. 
McCorkindale, vice-president, The 
Chase and Cooledge Company, 
Holyoke, Massachusetts, contains the 
report that for the past two months 
more orders have been received and 
that while they were not large, ac- 
counts seem to be buying steadily and 
not in streaks as heretofore. 
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CANDLES ON THE CAKE 


FoR—/oucai IRON 


No matter where you go you will find someone who thinks that 
Toncan Iron is something new—an infant among industrial 
products. As a matter of fact, it is a rather lusty infant—twenty-five 
years old this year, and still growing. 

As it was introduced twenty-five years ago, it was a commercially 
pure iron with rust-accelerating impurities reduced to lowest practicable 
limits. Later copper was alloyed with the iron to make it more resistant 
to attack. Then molybdenum became an important part of the analysis 
when all tests proved that the addition of this element produced a true 
alloy with a degree of resistance to rust never before attained with 
ferrous metals, except in the stainless alloys. 

Such is the Toncan Iron of today that is used in making Toncan 
Iron Pipe. Of such material is the pipe that is writing new records for 
longer life in service in factories, chemical plants, aboard ship, in power 
plants, on railroad cars and locomotives, in oil wells and refineries, 
in coal mines—wherever corrosion or vibration quickly saps the life 
from other pipe that may cost a trifle less to buy but that in the end 
proves far more expensive. 

There’s a new edition of “Pipe for Permanence” coming off the 
press in a few days. Send your request for a copy and it will be mailed 
to you just as soon as it is available. 


a@ Pe, REG.U.S.PAT OFF o*” _ 


<TONCAN;> 


age” COPPER *e,9* 


Tela )e REPUBLIC STEEL CORPORATION 


GENERAL OFFICES “RRS YOUNGSTOWN, OHIO 
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“OUT 
IN 
FRONT” 





Every day 
witnesses an 
expanding 
market for 


THE NEW 
BADGER 


CAR MOVER 
THE ADVANCE 


SAFETY CAR WRENCH 


Car loadings continue to in- 
crease. That means more cars 
must be moved on plant sid- 
ings. This creates a constantly 
growing demand for car mov- 
ers and safety car wrenches. 
Distributors of the New Badger 
and The Advance are out in 
front because of the sales 
strength of these great railway 
car tools. If you are not han- 
dling these items now, write for 
our attractive distributor terms. 





Advance Car 
Mover Co. 


APPLETON 
WISCONSIN 


Canadian Factory 


Canadian Advance 
Car Mover Co., Welland, Ontario, Canada 








While it might well pass for a bank directorate, this group, in reality, is made up of 
the president of Cutter, Wood and Sanderson Company, Cambridge, Massachusetts, 


and a portion of the sales force. 
J. F. Welch, and R. A. O’Donnell. Seated: F. 


Wilson Manager Ryerson St. 
Louis Plant 

R. B. Wilson, sales manager of the 
St. Louis plant of Joseph T. Ryerson 
and Son, Incorporated, has recently 
been appointed manager of that plant. 

Mr. Wilson, who has had long ex- 
perience in the steel business, first 
became associated with the Ryerson 
Company in Chicago. He was a 
member of the shipping and_ sales 
departments for some years and was 
then transferred to St. Louis in 
charge of the City Sales Department. 
Later he was made sales manager and 
assistant to H. B. Ressler, who was 
then manager of the St. Louis plant 
and who now is vice-president in 
charge of sales of the Ryerson Com- 
pany. The position of plant mana- 
ger of this important Rverson unit 
comes to Mr. Wilson as a well earned 
reward for over 20 years of service. 


*K * * 


Elimination of Duplicate Lines 
Proves Profitable 

In the early days of the depres- 
sion, the Kane and Keyser Hardware 
Company of Bellington, West Vir- 
ginia, set out to eliminate from its 
shelves all unnecessary duplicate lines 
and lines for which little or no de- 
mand existed. 

The process, after three years, 
has proved itself of immense value 


Standing: C. M. Blood, R. H. Sanderson, president, 


Paulsen, L. E. Stevenson and D. G. Wallace. 


standpoints. First, of 
course, it has effected an increase in 
turnover and a consequent saving 
inventory investment. 

Secondly, it has forced the sales- 
men to do a real selling job rather 
than one of order-taking. When men 
on the road are allowed to sell any 
brand of any article, they soon fall 
into order - taking and price - cutting 
habits. The elimination of duplicate 
lines by Kane and Keyser has helped 
that company’s salesmen to do a 
constructive selling job. 

Sales for the month of April were 
10% better than March, and May 
shows approximately 20% gain over 


April. 


from two 


n 


—s 


* * %* 


Strong, Carlisle and Hammond 
Adds Many New Lines 

Among the new lines of products 
added by The Strong, Carlisle and 
Hammond Company, Cleveland, in 
the last few months are: welding; 
fans; blowers; exhausters; a clean- 
ing machine using water, the Kerrick 
Kleaner; Weatherhead tube fittings, 
flared and sleeve type; beer dispens- 
ing accessories; Osborn tramrail 
equipment ; Totalite cold water paint ; 
refrigerators; radios; and 
heaters. 


Ruud 


Herb Strong reports a sales in- 
crease of 30% in April over March 
and 50% in May over April. 
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epublic 


GAVE LEADERSHIP 
WHERE IT WAS SORELY NEEDED 


"Tisepe IS no mistaking the mean- 


ing of Point 4 in Republic’s Policy, 
but emphasis must be placed on the 
words “direct or indirect.” They 
show that in spirit as well as in letter, 
our cooperation is fully and unequiv- 
ocally with distributors. 


Republic has no backdoor outlets— 
no associated companies using dif- 
ferent brand names—no arrange- 
ment of any kind that is not defi- 
nitely aimed toward the success of 
distributors. 


Republic’s Policy is not merely an 
expression of friendliness and good- 
will; it is actually an amalgamation 
of our efforts with those of distribu- 
tors to develop their business as a 
means of furthering our success. 


Republic distributors know that. 
They know that this company will 
not compete with them in any way, 






The Republic 
5-Point Policy 








| Aline of rubber items sufficiently com- 
plete to permit effectively supplying 
the requirements of the trade solicited. 


A quality of product uniformly good 
and capable of delivering service results 
that should reasonably be expected. 


3 A price basis inducing and making pos- 
me competition with rea- 










A Freedom from competition from his 
source of supply, either direct or in- 
direct, among the trade covered by his 
day to day solicitation. 






that his sales @ may be given the 
advantage of specialized training and 
a knowledge of the product sold. 























shape or form—that our efforts are 


expended only with or through them. 


They also know that Republic gave 
leadership to that kind of a manu- 
facturer’s policy—a policy based on 
the conviction that only with the aid 
of distributors can users receive the 
best and most economical service. 


THE REPUBLIC RUBBER CO. 


MECHANICAL RUBBER PRODUCTS FOR EVERY INDUSTRIAL REQUIREMENT 


YOUNGSTOWN, OHIO 





REPUBLIC—THE DISTRIBUTORS’ CHAMPION 
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rubber discounts:— 


Use real sales-points 


in your selling! 


All hollow screws have one purpose—to HOLD. The 
features that make up holding-power are: strength for 
tight set-ups; deep, true sockets for wrench-fit; accurate 
threading to resist loosening in vibrating parts. . . Allen 
screws have this heritage of strength and precision workmanship 
over 22 years. They are rigidly held to increasingly high tests 
7 by the most thoroughgoing inspection system in use... ane 
the results with SAMPLES in your customers’ plants! « 


THE ALLEN MEG. COMPANY 


HARTFORD, CONN. U.§$.A. 





E. F. Sands, Jr., and R. K. Culbertson, offi- 

cials of the Robinson, Cary and Sands Com- 

pany, St. Paul, Minnesota, are caught in a 
lively discussion over sales figures. 


Hepburn and Brown New Sales- 
men with Appleby Brothers 
and Whittaker 

I. F. Hepburn, formerly with the 
Raub Supply Company and H. J. 
Brown, formerly with J. D. Johnson, 
have been added to the sales force 
of Appleby Brothers and Whittaker 
Company, Harrisburg, Pennsylvania, 
according to imformation received 
from G. M. Appleby, 


ager. 


General Man- 


Beacon wipers, Alemite lubrication 
and Keystone lubricants are three 
new lines added recently by this con- 
cern, 


* 


R. C. Neal Adds Man and 
New Line 

Rav Neal, president, R. C. Neai 
Company, Incorporated, Buffalo, re- 
ports the employment of Williams R. 
Ilaskins, who will have charge of the 
store stock. Mr. Haskins was_ for- 
merly with the Hl. D. Taylor Com- 
pany of the same city. 

Permite Resalum paint, manufac- 
tured by Aluminum Industries, Cin- 
cinnati, is now being seld by this 


company, 





Looks very much like Bill Green, eastern 
sales manager, L. S. Starrett Company, 
right, is telling a new one to a group from 
Topping Brothers consisting of G. Car- 
stens, G. C. Piatt, Samuel Smythe (he’s 
heard it before) and Henry Bauer. 
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- Drop Forged 
~ $teel Valves 


| \Y are best 
hN 


, Welding 
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eeeee Drop forging from clean ductile 
steel results in a fine grained, tough 
structure which is free from inherent defects 
and welds easily e ee e e There is little danger 
of cracking subsequent to welding since the 
structure is normal eeeee Welding similar 
metals is less troublesome and remedies the 
ills of contact corrosion. 


HENRY VOGT MACHINE CO. 


INCORPORATED 


LOUISVILLE, KENTUCKY 


Manufacturers Ps Drop Forged Steel Valves and Fittings, Oil Re- 
finery Equipment. Water Tube Boilers, Ice Making 
and Refrigerating Machinery, Heat Exchangers. 


New York 
Chicago 
Cleveland 

@ Philadelphia © 
Dallas 
Cincinnati 
Kansas City 
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HE combination of qual- 
ity mechanical rubber goods backed by a defi- 


nite sales policy is the logical cooperation which 
any distributor should expect from his source of 


supply. 


For more than twenty-five years B. W. H. has 
championed the policy of supporting the indus- 
trial distributor with both these vital factors,— 
quality and protection. 


Our line of mechanical rubber goods is stand- 
ardized, well known to the industrial consumer 
and “time-tested” by years of performance in the 
field under every type of service. 


In the transmission belting field, Bull Dog 
Gold Edge Belt has earned the reputation of being 
the highest type belt for the toughest jobs and 
therefore the most satisfactory from the stand- 
point of true operating economy. 
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HE following letter from a manufacturer of broken stone speaks for itself: — 


“When we changed over our plant in the spring of 1931, 
we bought two Bull Dog Gold Edge Belts as follows: — 


“20” 8-ply endless to drive a Farrell Jaw Crusher, 25 foot 
centers, a slugging drive. The pulleys are 24” drive to 54” 
driven, the drive pulley traveling at a speed of 540 R P M from 
a 200 H P motor. 


16” 6-ply endless running from a line shaft operating two 
4 

secondary crushers and one set of crushing rolls. The pulleys 

are 16” drive to 60” driven, the speed of the drive pulley being 


720 RP M from a 100 H P motor. 


“These belts have to be run very tightly and to this end 
have been taken up with a 15 ton jack. It has seldom been 
necessary to take up any stretch since their installation. 


“They are still in fine condition and we consider them an 
excellent construction for high speed rugged work.” 


We submit that when a long list of industrial 
consumers find this sort of satisfaction in B. W. H. 
products and the industrial distributor who sup- 
plies B. W. H. brands is free to operate without 
competition from his own source of supply, that 
the B. W. H. principle of quality plus protection 
inevitably produces volume. 





- RUBBER COMPANY 
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m= ELIMINATE “HIT OR MISS” SELLING== 
DISCARD PROFITLESS EFFORT 
= MAKE PACKINGS PAY YOU DIVIDENDS= 





in the expanding INDUSTRIAL MARKET 


Our thorough study of 
packing applications in spe- 
cial markets enables us to 
give you a new picture of 
sales opportunities in your 


own territory. 
















This is vitally important in 
these days of increasing in- 
dustrial activity when every 
call should be definitely 
planned. 


So is the type of manufac- 
turer support Belmont is pre- 


pared to give you, including: 


Our new catalog No. 33, 
soon to be released, which 
gives you a complete picture 
of the Belmont Line, with 
specific information on pack- 
ing services and applications; 
direct mail literature for your 
use; important sales assist- 


ance from our Engineering 







Department and factory 


trained representative. 


Butler and Sepviva Streets 





under 


The Belmont Sales Plan 





High Pressure Asbestos Packing 
Ring Form, Style No. 20 
Spiral Form, Style No. 30 





Write today for all the facts on 
how to make your packing business 
a paying business. 


‘There is a Belmont Packing for Every Service’’ 


he Belmont Packing & Rubber Co. 


Philadelphia, Pennsylvania 





Ratcliff Rejoins Williamson 
Supply Force 

I. M. Ratcliff, who left the Wil- 
liamson Supply Company in 1926 to 
become Williamson, West Virginia 
manager for the Ashland Refining 
Company, rejoined his old organiza- 
tion recently and is again contacting 
customers in the capacity of a sales- 
man. 

The Williamson Supply Company 
is now distributing Kyanize paints 
and varnishes, manufactured by the 
3oston Varnish Company and lubri- 
cants manufactured by the Tide- 
water Oil Company. 








| A. H. Douglas, salesman for the Dixie 
| Mill Supply Company, New Orleans. In 
| discussing his methods with our reporter, 
he stressed the advisability of contacting 
the men in the plant. He has found that 
| very often a foreman or mechanic can 
furnish a tip on a possible sale and may 
even suggest a method of approaching the 
purchasing agent. 
Sales Executive Available 
A man, 42 years of age, with con- 
siderable experience as sales manager 
in the mill supply and contractors 
| supply field, advises that his serv- 
ices will be available after July 1. 
He has a wide acquaintance through- 
| out the Middle West, where he pre- 
fers to locate. However, is in posi- 
tion to move anywhere. In view of 
conditions, states he will accept any 
reasonable offer for his services. Ad- 
| dress inquiries to Managing Editor, 
MILL SuPPLIEs, 
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Attractive window display featured by the | 
H. P. Weller Supply Company, Erie, Penn- | 


sylvania. Such windows cannot fail to 
catch the attention of the passerby. 


Northern Machinery Adds 
Two Lines 

The Northern Machinery and Sup- 
ply Company, Minneapolis, Minne- 
sota, has been awarded a dealership 
by the Warner and Swasey Company 
covering its complete line of turret 
lathes for the Minneapolis territory. 
In addition, Northern Machinery is 
going to represent the Wichita Ma- 
chine and Tool Company on its line 
of Dual Universal tool grinders and 
Dual cam grinding attachment for 
piston grinding. 

* * * 


Canton Supply Sales Increase 

An increase in business of 334% % 
for the month of May, 1933, as com- 
pared with May, 1931, is reported 
by the Canton Supply Company, 
Canton, Ohio. 

x * * 
Wessendorf, Nelms Distributing 
Dayton V-Belts 

Wessendorf, Nelms and Company, 
Houston, Texas. distributor, has 
taken on the line of V-belts and pul- 
leys manufactured by the Dayton 
Rubber Manufacturing Company. 





Working on the principle that it pays to 
advertise, James McGraw, Incorporated, 
has had painted on its Richmond, Virginia, 
buildings brightly colored signs displaying 
its name, the products handled and the | 

motto, “We Keep Plants Running.” 








This ~ Point Distribution 


Policy Assures 


faa 


Sales Policy: Merchandising of Cleveland 
Files only through legitimate 
distributors. 





Resale Policy: Suggested and maintained 
resale prices. 


Factory Cooperation: Factory and distribu- 
tor working together 
for increased sales. 


Local Publicity: Definite directed local ad- 


vertising. 


Quality Product: Constant close supervi- 
sion so that Cleveland 
Files will always be: 
“More than just files 
—Superior Production 
Tools.” 


As a meimnber of the American Supply and Ma- 
chinery Manufacturers Association we subscribe 
100% to the sale and distribution of Cleveland 
Files exclusively through established mill supply 
distributors. 


Through our suggested resale limit discount to 
consumers, which our distributors strictly main- 
tain, they are assured the reasonable and proper 
margin of profit to which they are entitled. 


We cooperate fully in the merchandising of Cleve- 
land Files by a very definite set-up that gives re- 
peated periodical personal assistance to our dis- 
tributors in the introduction and maintenance of 
the sale of our products in their territories. 


All Cleveland File Consumer advertising is con- 
centrated in the distributor’s local territory to pro- 
duce direct results for him. Direct mail, local 
publications, trade journals, etc., are the media 
used. 


In the production of Super Duty and Blue Star 
Brands, quality has always been the prime incen- 
tive, never has it been secondary to price. 
Through constant research and improvement we 
are increasing the usability and value of our 
products. 

Super Duty Blue Star 





The CLEVELAND FILE 
Company 


3400 HAMILTON AVE., CLEVELAND, OHIO 
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; > 
>. 








42 


MILL SUPPLIES 





NEw 


MILFORD 
REZISTOR 


HACK SAW BLADES 


RED HARDNESS 
STEEL 


es 
rd if 


FAST CUTTING 
v 


HEAT & WEAR 


a ee ee ee 
POWER BLADES 


v 


A New Standard 

@) me AGO), fe) Yb 
SPEED and 
ENDURANCE 


Guaranteed to give 
lowest cost per cut 


Made also in 


the Easy Starting 
Blade 


THE HENRY G. THOMPSON 


& SON CO. 
NEW HAVEN, CONN. 


| Now’s the Time to Buy 
(Continued from page 7) 

| seem almost certain that our sell- 

ing prices will likewise have to be 

pomees.” 





* * x 


| fully demands quick service in addi- 
tion to a reliable product, the indus- 
| trial distributor should be provided 
| with adequate stocks. After a long 
| period of idleness, many manufactur- 
ers are finding their equipment in- 
adequate and thus will be in the mar- 
ket for modern products. The dis- 
| tributor who is prepared for such a 
|demand will be at a considerable ad- 
| vantage. In view of the approaching 
rise in prices, the distributor may 
serve a double benefit by stocking | 
now. 


| P . 
| “Because the buyer of today right- 














* * * | 


| “It is our opinion that any distrib- 

|utor who is in position to replenish 
‘his stock should do so immediately. 
|In the first place, it will enable him 
|to take care of his orders and in the | 
|second place he will be able to make 

a profit from the write-up of his in- 
| ventory.” | 


x * « 


“We believe that from a dollar and | 
cents viewpoint it will pay distribu- | 
tors of industrial products to replen- 
ish their stocks now so as to be in 
position to give their customers and 
the manufacturers they represent the 
| kind of service to which they are en- | 
| titled. | 
“It is necessary that distributors 
| take this important step toward build- | 
|ing up adequate stocks if they are | 
to maintain themselves as an efficient | 
link in our industrial chain.” | 





| * * * 

| “It would seem to me that the | 
| decided business upturn which is no- | 
| ticeable throughout the country | 
should amply justify the distributor | 
ie building up his stocks.” 


| * * * 


“Any purchases made by distribu- | 
tors today in our line will prove very 


|low priced before many months. With | 


| the definite determination of the Fed- 
| eral Government to rebuild our busi- | 





Now" 4 (KF > 


RATCHET 
THREADER 







Die Head Pushes Out 
Easily but Can't Fall Out 





same dies as new 
RIGaiD Ratchet 
Threader. 


Rios'o has done it again. 
This new small, light, 
powerful ratchet die brings 
a lot of unique advantages. 
Ratchet ring is fitted with 
spring ring which holds die heads; can't 
fall out but push out readily for changing 
die. Die heads insert from either side. 
Simply reverse die on head to thread 
short pipe against wall; no special dies 
needed. Dies are fool- proof, positive 
solid-button type, require no adjustment, 
made of fine tool steel, accurately cut, 
long-wearing. Heads have cast-in steel 
bushings to prevent wear. Arrow on 
ratchet knob shows direction of pull. This 
new RIDGID Threader will interest your 
customers at once. Write for the whole 
story. 







Th RIPAID 
Pipe Wrench 


The revolutionary wrench with the guaran- 
teed unbreakable housing. Now 100% 
stronger! 








THE RIDGE TOOL CO., ELYRIA, OHIO, U. S. A: 


| but what it would be wise to pur- | 
yeh ase at least normal requirements in | 


| ness structure, there is no question | 


today’s markets. Those distributors | 


PIPE TOOLS 
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who have sufficient capital to invest 
we are positive will find that pur- 


chases made now for 1934 require- | 


ments will prove profitable.” 
* * x 
“Our advice to distributors, inso- 
far as stocking up in our line is 
concerned, is that this is the time to 
round out their stock and bring it 
up to what would be considered their 
normal requirements.” 
.* ¢ 


“We advise increasing stocks now, | 


more because of increased demand 

on the part of industrial buyers than 

any contemplated increase in prices.” 
* * * 


“While we have not raised prices 


as yet, we expect to in the near fu- 
ture. We advise distributors to buy 
now in a conservative way.” 
ee 4 

“We think now is a proper time 
to fill in the gaps in the stock of 
chucks which our usual distributors 
have been carrying. We advise con- 
servative purchases on the part of 
our distributors. 

“As to prices, it seems hardly rea- 





sonable to think that they are likely | 


to be any less in the near future than 
they are now.” 
* * x 


“The demand for vises has in- 


creased considerably since the first 
of May and it would seem advisable 
for distributors to carry a reasonable 
stock so as to be able to make prompt 
delivery. We do not expect to ad- 
vance vise prices in the near future. 
However, we also make hammers 
and prices on them are very low. 
We believe that distributors can safe- 
ly put in stocks of hammers now with 


assurance that they will get increases | 


in the value of their inventory 


shortly.” * * * 


“We would advise distributors to 
buy for stock now. We do not urge 
a large stock but a representative one 


which will enable distributors to take | 


care of the increased demand on the 
part of buyers.” 
x * * 

“We are about to raise prices on 
most of the items in our line. We 
also note a very decided pick-up in 
industrial buying and believe, there- 
fore, that distributors should put in 
adequate stocks immediately.” 

e2 « 

“Everything points to the fact that 
the curve of business activity is point- 
ing upward. If such is the case, dis- 
tributors will have a steady and rap- 


















































To our friends, 
the distributors’ 


SALESMEN 


The May issue of “Mill Sup- 
plies" contained a splendid and 
thoroughly convincing exposi- 
tion of the value and impor- 
tance of the Industrial Supply 
Distributor and his salesmen. 












We hope that every salesman 
of every Yale Distributor read 
this issue thoroughly and that 
you are now making full use of 
the excellent and wholly essen- 
tial information that it con- 
tained. If not, get a copy—go 
through it carefully—then get 
off to a fresh start. 





We know that Distributors 
DO serve Industry not only eco- 
nomically, but efficiently. We 
have the utmost confidence in 
Yale Distributors and in you the 
salesmen who represent them in 


the field. 














And in return for your loyalty 
and support, we offer you the 
constant and complete sa 
and cooperation of the world's 
oldest and largest manufactur- 
ers of chain hoists and allied 
equipment. 





THE YALE & TOWNE MFG. CO. PHILADELPHIA DIVISION 
PHILADELPHIA, PA., U. S. A. 


Makers of Yale Electric Trucks, Hand Lift Trucks, Hand Chain 
loists, Electric Hoists and Trolleys. 








New and Improved Industrial Products 


Tubing Cutter 


HE tubing cutter illustrated is in- 

tended primarily for cutting copper 
tubing in sizes from ‘Yg-inch to 34-inch. 
Manufacturer claims it will produce clean 
square ends and will not crush tubing. 
Weighs nine ounces and is six inches 
overall in length. Tubing to be cut rests 
in V-groove and is drawn against the 
cutter wheel by means of a thumbscrew 
on the opposite jaw.—The Borden Com- 
pany, Warren, Ohio. Mitt Supptirs, July, 
IG33. 


Low-Priced Screw Plates 








O meet the demand for a low-priced 

screw plate, a new line, trade-marked 
“QO. K.” Jr., has been introduced. Line 
consists of 20 different sets of commonly 
used taps and dies on size ranges 4-36 to 
12-24 machine screw and '4-inch to ¥4- 
inch fractional. One of the most popular 
sets is the number 3100 automobile set 
containing 11 cutting sizes, 44-inch to ™%- 
inch N C and N F threads and '%-inch 
pipe size. It lists for $7.50. All sets are 
packed in hardwood boxes.—Greenfield 
Tap and Die Corporation, Greenfie Id, 
Vassachusetts. Mitt Suppties, July, 192 


Hose Couplings 


HE air and water hose coupling illus- 

trated can be instantly connected by 
a simple, direct push forcing the male 
and female spud or faucet end into the 
opening of the body or socket end. It is 
disconnected by an easy pull and slight 
turn on the hose, which may carry either 
the spud or socket end. No threads to 
cross when connecting the coupling. The 
most important feature is the way in 
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which it builds up resistance against 
“breaking” as pressure increases. As 
pressure builds up, the washer is forced 
against the floating piston. As pressure 
increases the piston is forced forward 
against the compressible spring and the 
spring forced against the barrel cap, 
gripping the faucet end even tighter. Line 
of couplings is designed in 34-inch for 
water hydrants, sprinkling systems and 
orchard spraying; in %-inch for air hose 
connections; a larger 34-inch size for 
pneumatic tools; and in 1%-inches and 
2-inches for gasoline tank trucks and 
dispensing stations —Spear-Tap Manufac- 
turing Company, Incorporated, Los 
Angeles, California. Mutt Suppties, July, 
1933. 


Welding Electrodes 


WO additions to the Murex line of 

heavy mineral coated are welding 
electrodes have been announced. One is 
especially designed for welding Cromansil 
stecl, a new development in high strength 
steels having a tensile strength of 80,000 
to 100,000 pounds per square inch along 
with high ductility. The new electrode 
gives a deposit of the same analysis as 
Cromansil. The second addition is an 
electrode which deposits a metal contain- 
ing 4% to 6% Chrome and 5% Molyb- 
denum. It is especially suited to the weld- 
ing of petroleum refinery equipment, 
where metal of this type is used exten- 
sively —Metal and Thermit Corporation, 
New York, New York. Mitt Supp ties, 
July, 1933. 


Variable Speed Buffer and Grinder 


tested on 
new variable 


FTER | being 
production work, a 
speed buffer, polisher and grinder has 
been placed on the market. This machine 
is designed to meet an important prob- 
lem in the plating industry, where stand- 
ards require butting speeds not available 
in directly connected units of alternating 
current of standard cycle. It is equipped 
with a selective gear drive, extremely 
simple in design, positive in action and 
flexible in speed. It is claimed that the 
ability of this machine to maintain an 
efficient peripheral speed for any diameter 
wheel and to eliminate all slippage, re- 
duces power transmission costs to a mini- 
mum. Machine is obtainable as a grinder. 
When so built, selective speed gears are 
interlocked with the speed lever in sucha 
manner as to make it impossible to run 
the wheels at a dangerous rate of speed. 
The U. S. Electrical Tool Company, 
Cincinnati, Ohio. Mitt Supp ies, 
1933. 


extremely 


July, 


REGULATOR, for use with oxygen, 

acetylene and other gases, which has 
a dual adjustment comprising a five 
micrometer adjusting key housed within 
and operated separately from the main 
regulator key, has recently been devel- 
oped. Regulator has two compression 
springs, one within the other, operating 
a removable, non-corrosive metal dia- 
phragm. Main key operates the standard 
or heavy spring and micrometer adjust- 
ment key a fine bronze spring which en- 
ables the operator to secure a range of 
from zero to approximately five pounds. 
This means of adjustment is so fine that 
fractions of an ounce can be obtained 
with the micrometer key. Especially 
adaptable for torches working on alumi- 
num, airplane parts, fine experimental 
work, lead burning and laboratory work. 
—The Alexander Milburn Company, Baf- 
timore, Maryland. Mitt Suppties, July, 
1933. 


Boiler Tubes 


COMPLETE line of hot rolled 

seamless steel boiler tubes is manu- 
factured in a push-bench mill, the only 
one of its kind in the country. Forging 
action of this mill is claimed to be excel- 
lent, the quality of the steel being im- 
proved with each step in the process. 
Tubes are said to have exceptional ductil- 
ity and to lend themselves readily to roll- 
ing in or heading operations. Inner and 
outer surfaces are unusually smooth, this 
being an important factor in retarding 
corrosion when tubes are in use and in 
minimizing depreciation while they are 
held in’ stock. Tubes comply with 
A.S.M.E. Boiler Code, A.S.T.M. specifi- 
cations and U. S. Steamboat Inspection 
Service Rules and Regulations—Jones 
and Laughlin Steel Corporation, Pitts- 
burgh, Pennsylvania. Mitt SvupPLies, 
July, 1933. 


Electric Drill 

NEW light duty '%-inch electric 
4 drill, equipped with ball bearings on 
both ends of the armature and having 
hand wound and formed coils, has just 
been announced. Each coil in the arma- 
ture is insulated three times with silk 
wrapping. Commutator is built up on a 
brass sleeve which allows for the expan- 
sion of the copper segments. Equipped 
with hardened gears and Jacobs chuck. 
Manufacturer states tool has been under 
development and test for some time and 
that it has stood up remarkably well.— 
The Independent Pneumatic Tool Com- 
pany, Chicago, Illinois. Mitt Supprties, 
July, 1933. 
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A starch plant, an automotive plant, a food products plant, and normal production schedules. Dodge products and Dodge en 
a coal mine have been selected as typical of the many industries gineering blanket the entire field of industrial requirements for 
who have modernized and are ready to profit from resumption of | modern low cost power distribution. 


REG.U.S. 





THIS CHART WILL HELP YOU TO PLAN YOUR 
SALES CAMPAIGN ON POWER TRANSMISSION 


Manufacturers in every indus- 
try are making ready to profit 
from the operation of the ‘“‘Indus- 
trial Recovery Act.’’ Production 
methods and production equip- 
ment is being checked carefully, 
obsolete units are being replaced 
or made modern to eliminate 
waste and increase unit output. 
These manufacturers realize that 
power is potential production and 
that full utilization of this valuable 
commodity can only be assured by effi- 
cient and modern power drive and bear- 
ing units. Dodge Ball and Roller 
Bearings are smoothly rolling roadbeds 


INDUSTRY 


Metal and Non-Metallic 
Coal 

Quarries 

Oil Wells 

Electric Light and Power 
Railroad Repair Shops 
Public Works 

Acids, Chemicals, ete. 
Brick, Clay and Tile 
Explosives 

Fertilizer 

Glass 

Leather 

Lime and Cement 
Vegetable Oils 

Paper and Wood Pulp 
Petroleum Refining 
Canning and Preserving 
Flour, Feed and Cereal Mills 
Blast Furnaces, Steel Works, Rolling Mills 
Mechanical Machinery 
Electrical Machinery 
Iwtomotive 

Metal Products 

Textiles 

Lumber 

Rubber 


Sand and Gravel 


Modern Industrial 
Power Drive and 
Bearing Units 


ee2e2eeaeee eee eee G8 8&8 SOS 6 OO CO OC @ @ Poige-Timken Bearings 


Dodge Ball Bearings 


“Dev 
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Dod ge Friction Clutches 


@ @ @ Stee! Pulleys 


PAT. OFF. 


for power that deliver full 
measure and eliminate costly 
maintenance. Engineered drives 
of modern design are replacing 
old obsolete, power wasting types. 
Dodge distributors are in a 
most favorable position to offer 
industry the most expert and 
complete power transmission 
service available to industry. 
Check the industrial plants in 
your territory with the application chart 
below and write for complete informa- 
tion regarding application of drives and 
bearings offering the most favorable 
sale possibilities in your territory. 


Dod ge-Timken Loose Pulleys 
Dodge Take-ups 
Flexthle Couplings 


Tron Pulleys 


@ @ @ Wide Face Conveyor Pulleys 


eocoeoeooecee0en 
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Everything for the 
Mechanical Transmission 


of Power 
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FOR PLANT MODERNIZATION SELL DODGE STANDARDIZATION 



































Territorial Sales Indicators 


























4 100 
i North Atlantic States 
x 75 S r - * = ‘ ‘ * 
4 . Back at the head of the list for the first time in many months, the Indicator for the 
4 a eastern states registers 56.4. This represents an increase of about 45% over sales for May 
4g and the highest point reached by this group of states since last October. 
Southern States 
" : Although replaced by the eastern states as the territorial leader, the Southern Indicator 
came through with a very handsome increase, jumping from 47.9 in May to 55.2 in June. 
50 This pickup is almost exactly equal to the amount predicted by southern distributors on 
June 1, 


Middle Western States 
7s 25 After leaping back into line with the country as a whole in May, the Middle Western 
Indicator slacked off a bit in June to 43.0. Despite this fact, this percentage of normal 








4 is still well above the average maintained by this section during the latter part of last 
= year and the first quarter of 1933. 
. Western States 
= The Indicator for the Western States is omitted because of incomplete returns. Individ- 
ay ° ° . ° ae ny . 
= ual reports indicate June business as high as 75% of normal. 
a Pacific Coast States 
" 4 100 
4 a Representative returns from the Pacific Coast place June business in that section at 
24 15 2 47.7% of normal. Reports from the Northwest indicate a pickup in lumbering activities 
around July 10. This activity, in addition to general industrial pickup, promises good 
50 July volume. 
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“TOLEDO” Pipe Vises 





Are 
Easy Selling 


The three new “TOLEDO” Open 
Side Pipe Vises just recently intro- 
duced, places in your hands an item 
with instant sales appeal to your 
trade. 


Strongly built, simple to operate, 
powerful grip and low net price. 
Neat in appearance and each vise 
packed in a separate carton assur- 
ing delivery to your customer in the 
best possible condition. 


A quick seller that means profit 


to you. Let us send you literature 
and quote discounts. 


List Price 
No. 00 VISE %” to 114”...$ 4.75 
No. 0 VISE 4%" to 2%”... 6.00 
No. 3 VISE 1%” to 412”... 14.00 


THE TOLEDO PIPE THREADING MACHINE CO. 


TOLEDO, OHIO 





Hand 


or Power 
Drives 


NEW YORK OFFICE, 72 LAFAYETTE ST. 











1 to 300 
Gallons 
Per Minute 






Are You Getting Your Share? 


You should be getting your share of the excellent pump business 
we are now enjoying. No question about it. You have the sales- 
men and you have the contacts. We have a good product, a varied 
line, reasonable prices, and a liberal Distributor policy. 


Go after Roper Pump sales in the Industrial, Commercial and 
Consumer markets. Some of these markets belong to you. Sell them 
and boost your profits for the remainder of 1933. 


Write for an explanation of the Roper Distributor Policy. 


GEO. D. ROPER CORPORATION 


Factory: 
Rockford, Ill. 





Branch Offices: Philadelphia, Chicago, Dallas, 


Minneapolis, Atlanta, San Francisco 












idly increasing demand for commod- 
ities of all kinds. As their stocks 
are low, we feel they should replen- 
ish them so as to be in a position to 
give prompt service. We believe also 
that distributors will do well to buy 
now, so as to protect themselves 
against possible price increases.” 
a. * 2 

“We have no immediate plans for 
price advancement, but increasing 
raw material costs, as well as labor 
rates will eventually call for a read- 
justment of prices upward all along 
the line. Therefore, we believe that 
a moderate increase of stocks by dis- 
tributors is advisable.” 

a 

“If distributors want to cash in on 
the present increased buying, they 
should replenish their stocks immedi- 
ately. Our experience indicates that 
buyers want prompt delivery, such as 
only the distributor can render. 

“While we have not raised our 
prices, it is difficult to say how long 
present prices will remain in force. 
Again, we advise distributors to re- 
plenish their stocks, because certainly 
present prices are going no lower.” 

.-. «+ 

“The only advice we can offer dis- 
tributors at this time is that prices, 
so far as we can see, will not be 
lower. Therefore, any purchase 
made now for stock is the only as- 
surance a distributor has of purchas- 
ing at the present price level.” 

“« 2s 

“We have raised prices slightly 
and contemplate raising them further. 
We advise distributors to buy stock 
to fill in depleted lines. However, 
we would not advise over-stocking 
for price protection or ‘anticipated 
demand.” 

* 

“We believe that the National Re- 
covery Act will increase prices and 
therefore feel that the time to buy is 
now. We will not guarantee any 
prices after June 30 in our line.” 

* * x 

“Inadequate stocks most certainly 
should be replenished now. How can 
a distributor possibly justify his ex- 
stence if he is unable to fill the orders 
which he receives, and that is exactly 
what the situation will be with the re- 
vival of industrial business, if the dis- 
tributor does not immediately in- 
crease his stock of those items which 
experience shows will be in demand.” 

* 2K * 

“The present administration’s in- 

flation program leads definitely to in- 





| 
| 
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creased prices. We have anticipated 
this trend by taking advantage of to- 
day’s prices in our own future com- 
mitments, and we feel there is a har- 
vest to be reaped by the distributor 
who does likewise.” 

* Ok 

“Our advice to distributors cannot 
be other than to place orders now for 
moderate stock requirements, with 
specifications for later deliveries not 
only to prepare themselves for an in- 
crease in demand which will certainly 
come, but also to protect themselves 
against rising prices.” 

“While we are not anxious to load 
up with orders at present-day price 
levels, we feel that we would be re- 
miss in our duty if we did not point 
out to customers the advisability of 
balancing their stocks Dis- 
tributors’ stocks on our line at least 
are low, and at present prices it is a 
good policy for them to carry ade- 
quate certain that 
prices will be stepped up if the infla- 
tion program becomes effective.” 

2K K ok 


now. 


stocks, as it is 


“There is no doubt in our minds 
but that increasing wages and increas- 
ing prices of raw materials which go 
into our product will soon necessitate 
our raising prices on our product. 
With distributors’ stocks in the pres- 
ent depleted condition, we do not feel 
that by purchasing now in anticipa- 
tion of their future needs, they are 
Though distributors may 
not turn their increased stocks imme- 
diately, the possibility to realize added 
profit on increase in prices is there.” 

*k ok x 


gambling. 


“We have definite evidence that 
distributors’ stocks in many instances 
are insufficient to properly serve the 
This condition, 
in our opinion, should be corrected 
immediately. We would not, how- 
ever, recommend purchases in anti- 
cipation of rising prices. It is our 
idea that a distributor should always 
maintain a_ well-balanced 
which he can secure a profit and a 
reasonable turnover.” 


need of their users. 


stock on 


“In the near future, distributors 
will probably profit by stocking 
leather belting at present prices. We 
have already made a number of revi- 
sions upward, but will probably raise 
flat belt 10 to 20% more within the 
coming year. One advance is likely 
to come in the near future.” 

* * x 


“As regards leather belting and 
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HEAVY DUTY—EXTRA VALUE 


HACK SAWS 
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THE 
COUNTRY 


HOW! 
Sell Dart Unions 


Use 


These Selling Points— | 


1. The Dart bronze to bronze 
principle is two bronze seats, 
ball joint properly ground in. 

Leak proof. 


Easily opened. 


=m S&S bo 


Non-corrosive and 
(as iron unions). 


non-flaking 


5. No stretching (as in the case 

of brass unions). 

6. Straight way through, with no 
cored parts to hold water or 
collect sediment. 

Shoulder on swivel end and 
malleable iron nut heavier 
and stronger than would ever 


1 


be necessary. 
8. American Standard Pipe 
Threads and chamfered pipe 


ends. 









i\i ta 


J BRONZE-TO-BRONZE 


TEES—UNIONS—ELLS—SCREW ED—FLANGED 


E. M. DART MFG. CO. 
PROVIDENCE, R. I. 


Sales Agents: 
The Fairbanks Company, New York 


Canadian Factory: Dart Union Company, Ltd. 
eronte, Canada \ 





other leather products, we do not 
think there is any question but what 
higher prices are just around the cor- 
ner. Hides which sold a year ago for 
between 4 and 5 cents are today sell- 
ing at 13 cents. Belting leather has 
advanced more than 30% in the last 
few months. 

“With increased 


costs brought 


about by higher prices for hide and | 


leather, and also by increase in pro- 
duction costs, no manufacturer can 
continue for long to sell at today’s 
prices.” 

* * * 


“We have not as yet raised prices, 


| but will have to if labor and material 


increases. We believe the distribu- 
tor should maintain a sufficient stock 
to properly serve his customers, and 


| also to protect himself for a short 


period on price advances.” 
x ok 

“We advise our distributors to re- 
plenish their stocks now, as prices 
certainly will not be any lower in the 
immediate future. There is no ques- 
tion but what steel prices are going 
up shortly. Therefore, we advise our 
distributors to get under cover imme- 
diately, although we naturally do not 
think they should overload themselves 
for speculative purposes. 


ucts is on the way, and as nearly as 


! e . . 
| we can determine, our distributors 


do not seem to be anticipating this 
development. Perhaps this is because 


they are unable at the moment to 
finance greater inventory, but, re- | 
gardless of the reason, protection 
against rising prices is unquestionably 
| a good move.” 





Howard Sager, president, Sager-Spuck 
Spuck Supply Company, Albany, New 
York, signs checks and plays golf left- 
handed. While extremely modest about his 
mashie shots, he insists that his checks are 
good even though he is a port-sider. 


A perma- | 
nent higher price level for steel prod- | 


Watch Your Stock 
| of 


Crescent Ground 
Cross-Cut 
SAWS 








Reduced 
stocks of lum- 
ber coupled: 
with a growing 
demand can mean 
just one thing, 


MORE MEN 
CUTTING TIMBER 


Naturally they will use 


CRESCENT GROUND 
CROSS-CUT SAWS 


-and those saws will be 
bought through you. 


So we say,— 


Watch Your Stock to enable 


_you to make sales. 


SIMONDS 


Saw and Steel Co. 
Established 1832 Fitchburg, Mass. 
BOSTON CHICAGO NEW ORLEANS 
PORTLAND SEATTLE SAN FRANCISCO 


LOS ANGELES 
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A Purchasing Contract That Pro- 
tects the Distributor’s Interests 
(Continued from page 26) 
second-quality merchandise prevents | 
vendors from selling merchandise as 
obsolete stock or second-quality mer- 
chandise at a low price without 
offering the distributor an oppor- PIPE TOOLS 

tunity to purchase these materials if | 

he so wishes. This offer must nec-| 7pese improved 

essarily be limited to the acceptance | Pipe Tools are dis- 

of orders subject to prior sale. tinguished from 
In using the proposed instrument — bd — 

>| name by the Arm- 

a distributor will seek one or more|and-Hammer 

suppliers who will contract to sell | Tr¢de Mark. 

him on as favorable terms as the 

seller makes to any of his competi- 

tors. Or the manufacturer, on his 

own initiative, may offer this form 

of contract to distributors. Violation 

of the contract, that is, a relapse into 


the old policy of secret concessions, Industry IE 


would subject the seller to a suit for 





damages, as well as to much unfavor- | B * P; 

able publicity in the trade. To sign | uying pe 
the purchasing contract without 

meaning to keep it would obviously 

be unsafe. If the supplier felt that 

his business with distributors, job- ® 
bers, chain stores or mail order Today 40% of the pipe manufac- 
houses, then receiving special conces- | tured is for industrial users—for 


: : . : stomers. Are you gettin 
sions from him, was too important to | Your ee ee 

. your share of the pipe tool business 
be surrendered, he would be obliged that must follow? 


to refuse the business of the distribu- ’ 
eliiaies aang oe Vlhe ve ARMSTRONG BROS. Better Pipe 
tor seeking such a contract. 1s T€- | Tools have always appealed to industrial 
fusal would be tantamount to an ad-| buyers, buyers who appreciate fine tools, 
mission that the seller has more fa- | Who know the worth of drop forged and 
ie pees a hardened parts, of alloy steels and ad- 
vorable terms than he has offered the | vanced manufacturing methods. Each 
distributor. The manufacturers who ARMSTRONG BROS. Tool is an improved 
offer this contract to the trade, how- | t°0! designed after exhaustive tests of other 
: types and makes, a stronger tool made as 
ever, have a valuable selling lever-| machinists would make them. They com- 
age. If distributors will insist on a — . most —- _ of “— tools 

purchasing contract, in time suppliers | 20 Se Most Proltable line to sell. 


will be segregated into those who sell ARMSTRONG BROS. TOOL CO. 
to favored accounts on special terms, “The Tool Holder People” 

and those who sell to all distributors | 905 N- Francisco Ave., CHICAGO, U.S. A. 
on similar terms. 

Salesmen usually give the distribu- 
tor’s purchasing agent the best net 
prices they have to offer. However, 
in some cases salesmen do not know Auor recs Cnastns 
the lowest prices allowed as occasion- | — 
ally the home office allows rebates or 
special concessions to favored ac- 
counts. Because of this favoritism, 
the officials of buying companies 
sometimes find it an advantage to 
keep in personal contact with the| 
heads of selling companies. With the 
purchasing contract in force, this 
practice is no longer necessary, as| 


the purchasing agent will be able to for 
buy as advantageously as his com- Catalog 


petitors. The assurance to the dis- 
tributor of this fact is the signature 
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MILWAUKEE 
INDUSTRIAL 
BRUSHES 


A Sales Set-up that Elim- 


inates Waste 


The Milwaukee Industrial 
Brush Line is standardized and 
simplified. As a result, the dis- 
tributor can supply the great 
majority of his customers’ re- 
quirements by concentrating 
his sales activities on a com- 
paratively small number of 
items. That means lower costs 
and greater profits for Milwau- 
kee Brush Distributors. 

At the same time, we can 
provide you with practically any type 
of brush your customers may need, 
either for stock or on special order. 


bist 


"Di-Bilt" 








"“Dura-Bilt" 
Wire Wheel Tampico Wheel 
Brush Brush 


General Purpose 
Floor Sweeping Brush 





You are invited to write for complete infor- 


mation on the Milwaukee Industrial Brush Line 


and our attractive distributor terms. 








QUALITY 
REMEMBER MILWAUKEE MEANS BRUSH EXCELLENCE 
vane BRUSHE “ane 


BRUSHES AND BROOMS - 


* HAND AND 


POWER OPERATED -« 


BRUSHES MADE TO ORDER 


THE MILWAUKEE BRuSH MANUFACTURING Co. 


2212-2236 NORTH 30TH STREET 


MILWAUKEE, WISCONSIN 


BRISTLE, FIBRE AND WIRE 


SPECIAL 











An aggressive young supply man from the 
city made famous by Bobby Jones and Coca- 
Cola. J. A. Naylor is assistant manager of 
the J. M. Tull Rubber and Supply Company. 


of an officer of the selling company 
on a legal contract, under which the 
seller agrees that he will not sell to 
any of the distributor’s competitors 
at better prices, terms and other con- 
ditions of sale. 

Qn purchases to which it can be 
applied, the purchasing contract indi- 
rectly guarantees to the distributor 
that the small minority of manufac- 
turers, who do not maintain definite 
sales policies, will be forced to aban- 
don the practice of granting secret 
concessions, prices and terms. This 
instrument relieves the distributor of 
the constant wonder and doubt as to 
whether he has made the best possi- 
ble purchase and can always main- 
tain his competitive position on the 
supplier’s line. It places on the seller 
the responsibility of guaranteeing 
that he has given the distributor the 
very lowest prices and terms that the 
seller accords to the distributor's 
competitors. 

This purchasing contract is not 
merely a theory. It is a legal docu- 
ment with mutual consideration and 
as such is enforceable at law. It has 
already been put in practice and has 
been found practical and workable. 
It should be readily accepted by dis- 
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tributors and by those manufacturers 
with sound sales policies who always 
accord all distributors their lowest 
net prices. 

In the purchasing contract, the 
consideration on the part of the seller 
is definite. Briefly, the seller agrees 
that he will not sell to the distribu- 
tor’s competitors at any time at a 
lower net cost for like quantity and 
quality than he charges the distribu- 
tor, and that the seller will offer the 
distributor whatever new materials 
he develops, at a net cost equal to 
that offered to the distributor’s com- 
petitors. The distributor who insists 
upon these conditions and the seller 
who accepts them have entered into 
a voluntary agreement, with no loss 
to themselves, that materially con- 
tributes to the stabilization of the 
market affected. 

The consideration on the part of 
the distributor is simple. He agrees 
that he will accurately represent 
quality, prices, terms or other condi- 
tions of sale, and that the quantity 
to be purchased and deliveries re- 
quired will also be accurately stated. 
If the distributor’s obligations as set 
forth in the purchasing contract are 
violated, the seller will have legal 
redress, the same as the distributor 
has if the seller violates his agree- 
ment. Here again the ditributor, 
through a plain statement of facts, 
contributes to the stabilization of his 
field without loss to his company. 

The purchasing contract will assist 
in stabilization during the two-year 
life of the Industrial Recovery Act. 
It will be even more valuable when 
this law expires and government su- 
pervision ceases. Then the purchas 
ing contract can help maintain the 
stabilization created under the pro- 
tection of the Industrial Recovery 
Act. 

The purchasing contract performs 
vital functions. It guarantees to the 
distributor that he is buying his ma- 
terials as cheaply as his competitors. 
It places him in a position to control 
the price cutting tactics of that small 
minority in the distributing field that 
destroys profits. Through this instru- 
ment, distributors can become an 
etfective force in the stabilization pro- 
gram, and can contribute, in a large 
measure, to preventing the necessity 
of permanent government supervision 
and thus avoid the placing of further 
heavy responsibilities on the Presi- 
dent who is already overburdened 
with tremendous problems. 


makes work easier 


_ products better 


UST consider the advantages of Bristo Cap and Set Screws. . . 
what the unique socket head may mean to your customer's 


work or products 


Faster handling! No fumbling 


even in unhandy places the 


Bristo Wrench automatically slips into the dovetailing flutes of 


the Bristo screw socket. No need for care. . 


. abuse that goes with 


speed will not damage the socket. 


A tight set and positive hold! All the force needed may be 
applied without danger of injuring the socket. 


No jammed screws! A Bristo socket cannot roundout, break or 
spread. The sides of the screws receive no strain, since the unique 
design guides the power around in the direction in which the 


screw turns. 


No tampering! The unusual socket discourages unauthorized tam 
pering—-even though a file or bar will work the screw 





WHY THEY'RE BETTER 


“yy Compare direct 
turning pressure 


of BRISTOS 
ee with—below, 


sidewall pressure of 


other designs, 


(ee (me 











Longer wear and Neater appearance! 
Where screws get hard service BRIsTos 
will wear longer. Where screws are 
visible, Bristos offer distinctive ap 
pearance. 

Cost no more! With all of these ad- 
vantages Bristo Cap and Set Screws 
cost no more than ordinary screws 
Also they can be obtained in a wide 
range of sizes— several under '4 inch 
Write for free samples and full infor 
mation. Also ask for a sample of 
BRISTOL’s Steel Belt Lacing. Easier to 
apply, it holds like a bull dog. 


THE BRISTOL COMPANY, WATERBURY, CONN. 


Branch Offices: Akron, Birmingham, Boston, Chicago, Denver, 
Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, 
St. Louis, San Francisco 


TRADE MARK 


BRISTO 


REG. U.S. PAT. OFF. 


Jtollow Safety 


Socket Head 


SET SCREWS CAP SCREWS 
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ROCKFORD SCREWS — BOLTS — NUTS, 


2 - Our cap screws are 

]@ Oo icit accurately and uni- 

formly manufactured 

from 30-37 carbon 


normalized steel on 


Your Inquiry | #=s"- 


of machinery. 














All we ask is the opportunity to give you straight forward facts on the 
quality and salability of our products and our very attractive distributor terms. 
These, we believe, will go a long way toward convincing you that Rockford Screw 
Products possess all the requisites of an ideal distributor line. Write to us at 
your earliest opportunity. You will incur absolutely no obligation. 


BOLTS SCREWS, LAG 


Connecting Rod SCREWS, MACHINE 
Dardelet Thread 





Brass, Steel 
NUTS a en 4 — and 
Semi-Finished Hex and Jam oe 
SCREWS, SET 
SCREWS, CAP 





Headless 
(Made from 30-37 carbon Square Head 
normalized steel) 
Hexagon Head SCREWS, WOOD 
Coarse and Fine Thread Brass and Steel 
Fillister Head 
Flat Head SPECIAL WORK 


We are in fine position to cooperate with you on your 


requirements for both stock goods and special screw work. 





Ask for our illustrated catalog. 


ROCKFORD SCREW PRODUCTS CO. 
Railroad Ave. at Ninth St. Rockford, Ill. 





Revininn Markets 


are daily increasing sales 
opportunities for distributors of 


CAPITAL 
“RED CAP” 


Brushes and Brooms 


You have but to look about you as you go 
along on your daily sales work to note the steadily 
expanding market for CAPITAL “Red Cap” 
f ¥ \ irl Brushes and Brooms. 
bs HU pada a Many plants which have been closed are re- 
opening, and others are stepping up their oper- 
ating schedules. Check into the requirements of 
these industrials, and you will find that practically 
every one needs brushes and brooms. 

Why CAPITAL Brushes and Brooms? Because 
this line is made to an exceptional standard of 
quality. Because its reputation for better per- 
formance extends over a period of 43 years. 
Because the manufacturer maintains a square deal, 
profit making plan for distributors. 


Why not ask us today for all the facts? 


INDIANAPOLIS BRUSH & 
BROOM MFG. COMPANY 


ESTABLISHED 1890 


126 Brush St. INDIANAPOLIS, IND. 
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A peppy old-timer from St. Paul, who, in 
spite of his forty odd years in the supply 
business, still appreciates the dash of a 
sport model car. F. T. Hildred can set the 
pace for a lot of young fellows and leave 

them gasping. 


Rope and Stoker Lines Distributed 

by Trumbull Manufacturing 

A line of manila rope and Fire- 
tender home stokers, manufactured 
by Haleomb & Hope Manufacturing 
Company, are now being distributed 
by The Trumbull Manufacturing 
Company, Warren, Ohio. 

* ¢ @ 


Standard Equipment Re-employs 
Store Salesman 

Ray Austgen, who was employed 
by the Standard Equipment and 
Supply Company, Hammond, Indi- 
ana, some 18 months ago, was re- 
employed as store salesman last 
month. 





H. W. Sanford, sales manager, Dixie Mill 
Supply Company, New Orleans. 


Jest Between Us Salesmen 
(Continued from page 28) 
are ones not to cuss the thermometer 
but to make friends with the weather. 
If it’s hot then let us make “hot” 
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The Careys of Baltimore. G. Cheston Carey, 

left, is president of the Carey Machinery 

and Supply Company while his brother 
Andrew is vice-president. 


our choice. If we have work to do, 
then, by all that’s fair both to our- 
selves and the house we’re work- 
ing for, let us do it! Inspiration? 
Sure! Perspiration? Sure! Use our 
noodles? You bet! 

Every supply house in the land has 


a “morgue” of odds and ends, stuff | 


while maybe out-of-date can still be 
used by somebody. Gasoline engines, 
odd-size valves, goods returned for 
exchange, lots of manila and wire 
rope “ends,” packing on the shelves 
in old, shop-worn boxes, steam 
pumps, carried-over hose which 
should be moved this season and so 
on. Next time you talk to the boss, 
suggest that a list of all these sou- 
venirs be given to each salesman. 
And, modest like, suggest that a lit- 
tle bonus be given the boys who get 
this stuff out of the way. Let us 
never forget that a dollar which 
comes in this way, both to the boss 
and ourselves, helps a lot. 

How are you coming on that “tick- 
ler” idea I told you about in the 
June issue? It’s a great idea, fellows. 
Sure, it means work, but work that 
pays. And in the new scheme of 
selling that is before us the “tickler” 
will fit in like a home run by Babe 
Ruth with “three on” two down and 
the score tied. Don’t forget, like I 
suggested last month, to plan your 
trips, carry literature, and know what 
you are going to talk about before 
you approach every customer. Re- 
member, like in golf, baseball, swim- 
ming or any other sport, practice in 
selling, overcoming our weaknesses, 
makes perfect. 


A NEW 


BRA 


SALES KINK 


SUNBRAKo 
i 








While shouting from the house-tops is considered good ad- 
vertising, particularly if justified—actual concrete facts carry 
much more conviction. 

Instead, therefore, of merely piling adjective upon adjective, 
which anybody can do, we offer 


NiO SAMPLES-FREE 


so shopmen and mechanics can try and test them to their 
hearts content and find out for themselves how unbelievably 
strong they are. 


Better write us and find out how we work this Free Sample 


stunt because if you were only willing to try it you would be 
amazed at the business to be had in the 
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We Also Make 


*“HALLOWELL” Steel Work-Benches 
“HALLOWELL” Steel Work-Tables 
“HALLOWELL” Steel Work-Benches, Portable 
* HALLOWELL” Steel-Wood Work Benches 
“HALLOWELL” Steel-Wood Work-Tables 
“HALLOWELL” Steel Bench Drawers 
“HALLOWELL” Steel Chairs and Stools 
*“HALLOWELL” Foremen’s Desks 
“HALLOWELL” Steel Shop-Furniture 

* HALLOWELL.” Steel Floor Trucks 
“HALLOWELL” Steel Lift-Truck Platforms 
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STANDARD PRESSED STEEL CO. 


BRANCHES BRANCHES 


BOSTON JENKINTOWN, PENNA. new vou 


CHICAGO SAN FRANCISCO 








DETROIT ST.LOUIS 


BOX 519 














Manufacturers Tell Us »» 


Of personnel changes, new sales plans, new literature, changes in 
quarters, new distributors appointed, and other facts of interest 
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J A BROWN & SHARPE 
1972 


Old works in 1872, just before removal to present location. 


Brown and Sharpe Celebrating 
Hundredth Anniversary 

On April 22, 1833, there appeared 

in the Providence Daily Journal an 

advertisement proclaiming the estab- 

lishment of a watch repairing busi- 

ness by ID. Brown and Son at Stand 


3 
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Lucian Sharpe 





No. 43 South Main Street, Sign of 
the Turret Clock. In addition to 
promising that various jobs would 
be well attended to, the advertise- 
ment proclaimed the fact that these 
two gentlemen were the possessors 
of a dividing engine for making the 
most accurate graduations for mathe- 
matical and = nautical instruments. 
Such was the real beginning of the 
firm now known in all parts of the 
he Brown and 
Manufacturing Company. 


world as t Sharpe 

Lucian Sharpe, who had served an 
apprenticeship with Joseph R. Brown, 
the “son” mentioned above, became 
the latter’s partner in 1853, the part- 
nership being known as Brown and 
Sharpe. From that year, the business 
prospered, Mr. Sharpe’s executive 
and business ability being largely re- 
sponsible for the establishment of 
agencies and wide advertising. 

In 1866, Samuel Darling of Ban- 
gor, Maine, who had commenced the 
manufacture of steel rules soon after 
Mr. Brown, formed a_ partnership 
with Messrs. Brown and Sharpe and 
in 1868 moved his plant to Provi- 


fence. This part of the business was 





operated under the name of Darling, 
3rown and Sharpe until January 1, 
1872, when Mr. Darling’s interests 
were bought out. He was an unusu- 
ally fine mechanic and devoted the 
best years of his life to the work of 
devising tools and methods for rais- 
ing the standard of accuracy, tak- 
ing out during his lifetime more than 
50 patents. 

The business had just developed 
to a point where the impetus given 
it by the breaking out of the Civil 
War and the demand thus caused for 
a large manufactured 
products, led to a great expansion 
and many inventions. Among the 
most important of these was the in- 
vention by Mr. Brown, in 1862, of 
the universal milling machine. 

As years went on and the business 
grew, new products were added to 
the already large Brown and Sharpe 
line, among them being plain milling” 
machines of the column type, formed 
cutters, gear cutting machines, tur- 
ret screw machines, universal grind- 
ing machines and a host of precision 
instruments, (Continued on page 57) 


increase in 
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ersatile 


There’s a Bond caster manu- 
factured to fit every possible 


need. From the man who 


comes in for “‘just a caster” 
to the large manufacturer 
where thousands of casters 
are bought through a hard- 
boiled purchasing agent or a 
technical engineer, there’s a 
Bond caster to “fit the job.” 


23-A Series. Sturdy 
construction quaran- 
tees efficiency under 
abnormal conditions. 
King bolt construc- 
tion. Equipped with 
Plain or roller 
Bearing. Rubber 
tired, Thread Guard 
and other type 


é 
wheels. Patented.) 





33-A Series. Pressed 


steel ster. Where 











hand, imest mate 
rials. Efficient un 
der the most severe 


tests. 





1-A Series. Statioi 
ary type caster. Me 
dium heavy duty 
ce 
stationary base. 
T-head axle bolt pre 
vents axle from turn 


service One f 


ing, imsuring finer 


service. 





26-4 Series. Les- 
Nois type caster. 
Desianed for swift, 
smooth and quiet op 
eration. Swivel or 
stationary types. All 
bearing surfaces 
hardened and ground 
assures exceptional 
rigidity and strength. 
( Patented.) 





a Foundry 
& Machine Company 
Manheim, Lane. Co., Pa. 


Phila. Office: 617 Arch St. 
N. Y. Office: 30 Church St. 





In the early days the business was 
carried on in a wooden building, not 
specially adapted to the work; but in 
1872 a new fireproof factory was 
erected at a location about one-half 
mile from the business center of 
Providence. Growth has since been 
around this original building until 
now the 10 main = manufacturing 
buildings have a floor space of about 
90,000 square feet, the foundry about 
245,000 square feet and the forging, 
hardening, central power plant and 
miscellaneous buildings about 264,000 
square feet, a total of over 32 acres. 





A valve salesman invades the enemy’s home 
grounds. Harry Morine, second from left, 
represents The William Powell Company. 
Others in the picture are all connected with 
the Universal Valve and Fittings Company, 
Cleveland. From the left: L. A. Hildie, 
H. P. Gibbons and G. V. Goodbold. 


George M. North Dead 

George M. North, who for 45 
years represented the Lamson and 
Sessions Company of Cleveland, died 
on June 9, at the age of 78 years. 

Mr. North was born in Cleveland 
and was identified with the bolt and 
nut industry and the hardware busi- 
ness for 60 years. Previous to his 
connection with Lamson and Ses- 
sions, he spent 15 years with the 
Worthington j 
Cleveland. 

He, with the late Thomas Ferry, 
organized the 


George Company ot 


Ferry Cap and Set 
Screw Company, being treasurer and 
director of this company at the time 
of his death. 
kK * x 
Sales of Toledo Scales Show 
Marked Increase 

The Yoledo Scale Company has 
announced that its sales for May ex 
ceeded those for May, 1932, by 20%. 
Industrial sales during this period 
were 43% above the same period last 
year. In addition, May showed a 
60% increase over April which had 
been the best month since Novem- 


ber, 1932. 


THIS IS A 


f 


ROLLER 
CHAIN 


Sells to ev- 
ery plant us- 
ing Machines 


A standard 
item 


Interchange- 
able with all 
other makes 


A complete 
Line 
e 


Write for 
complete 
proposition 





CHAIN BELT COMPANY 


1622 WEST BRUCE STREET, MILWAUKEE 


REX CHAIN 


Bearings, Belt Idlers, Buckets, Pumps, Construc- 
tion Machinery, Conveyors, Set Collars, 
Sprockets, Take-Ups 
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PERFECT BALANCE 





A Telling Sales 
Argument for 
Distributors of 


IMPERIAL 


SPRAY GUNS 


Perrect balance is 
made possible by the center position of 
the gun of the inlet for the pressure 
feed container feed line. 


This balance, combined with the air 
inlet in the base of the handle, the easy 
natural grip, the two-finger trigger and 
the aluminum body makes the Imperial 
Hi-Duty Spray Gun very easy to oper- 
ate. 


No "wrist strain", no fatigue, for the 
operator using Imperial Guns. They can 
be cleaned in a jiffy, and their service 
is at once fast, efficient—and econom- 
ical. 


Imperial makes paint spray guns and 
portable and stationary spray outfits in 
sizes and types to fit every requirement. 
Also the ideal companion line—Imperial 
Welding and Cutting Equipment. 


Ask for our distrib- 
utor proposition. 


IMPERIAL BRASS 
MANUFACTURING CO. 


511 S. Recine Avenue 


. Hel Caen G OC 





Thornberry Celebrates Twenty- 
fifth Anniversary with Toledo 
Pipe Threading 
Thornberry, general sales 
The Toledo Pipe 
Threading Machine Company, has 
just celebrated his twenty-fifth anni- 
versary in its service. 

This company 
salesmen’s 


‘ & 


representative, 


record of 
which any 
might be proud. Nine men, who rep- 
resent 


has a 
service of 


in the sales and 
departments, 


the concern 


service have a_ total 





length of service of 110 years, or 
slightly better than a 12 year average. 

Thornberry is the oldest man in 
length of service but is closely fol- 
lowed by C. A. Popp, eastern sales 
manager. C. A. Wagner, southwest- 
ern representative, has served the 
company for 15 years; F. D. Stuart, 
New York City service man, and 
C. E. Brokaw, New England repre- 
sentative, each 13 years; Don Cole- 
man, Middle Atlantic and southern 
representative, and Kurt Koehler, 
western territory, six years each; and 
E. H. Recker, Middle West repre- 
sentative and R. W. Warnke, Central 
states, three years each. 

* + 2 
Recommendations for Bearings 
on Mine and Quarry Cars 

Tyson Roller Bearing Corporation, 
Massilon, Ohio, has published anti- 
friction bearing recommendations and 
engineering data for application of 
Tyson cageless taper roller bearings 
in mine and quarry cars, 
equipped with both through and stub 
axles, inside and outside boxes. 


cars 


Re- 
production of blue prints detailing 
principles involved are included and 
load capacity tables given. 





DRILLS 


| For High 
| Speed Production 





| The Red Shield” in ac- 
'| tual color is stamped 
on each drill 











THE STANDARD TOOL (0. 


CLEVELAND 
| New York: 94 Reade St. | 


Chicago: 552 W. Washington Blvd. 








What 

does mot we Caf2 
AOWWA, Att AL 
‘or Mtudas 







These seemingly com- 
monplace items are 
great profit-builders for 
the mill supply distribu- 
tor and there is hardly 
an industrial that doesn’t 
buy these things in lots 
of a thousand to millions. 


Ottemiller makes a full Why not 
line of set screws, cap 
screws, coupling bolts use our 
and milled studs—thor- latest 
oughly good and depend- 
ably uniform. catalog? 


THE WM. H. 


OTTEMILLER 


COMPANY 
York, Pa. 
We also sell Dardelet Thread Screws 
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Crowder Represents Yeomans in 
Southeast 

C. R. Crowder, for several years 
southeastern sales engineer for the 
American Radiator Company, is now 
heading his own company at 1337 
Eighteenth Avenue, South, Birming- 
ham, Alabama. 

He is representing Yeomans Broth- 
ers Company, Chicago, and will en- 
gineer and sell its domestic, indus- 
trial and municipal pumping equip- 
ment, throughout Alabama, to the 
jobbing, plumbing, heating, indus- 
trial, municipal, consulting and ar- 
chitectural trades and professions. 

e+ * 


SKF at Power Exposition 

A full range of ball and roller bear- 
ings and pillow blocks, from the 
smallest to the largest, were the main 
feature of attraction at the SKF In- 
dustries, Incorporated, exhibit, Spaces 
54 and 55, in the Midwestern Engi- 
neering and Power Exposition, June 
27 to 29, 1933, at the Stevens Hotel, 
Chicago. Interesting devices demon- 
strating the anti-friction qualities of 
SKF bearings were also on display. 

Those in attendance at the exhibit 
included: R. H. DeMott, D. W. Me- 
Allen, F. M. Crow, R. C. Byler, J. B. 
Castino, F. J. Rider, P. A. Carlson, 
H. A. Westwater. 

* * x 
Correction 

In the item on page 40 of the June 
issue of Mitt Suppvies, describing 
the new Toledo open side pipe vise, 
capacities of the various models 
should have read as follows: Num- 
ber 00, capacity 1 inch to 1% inches 
inclusive ; Number 0, capacity 4% inch 
to 2'2 inches inclusive; and Number 
3, capacity 14 inch to 4% inches in- 
clusive. 








J. K. Mervin, New England manager, The 
Chain Belt Company, gets the signature of 
R. E. Abbott, president, Lewis E. Tracy 
Company, Boston, on a stock order for 


chain. Who said business wasn’t better? 


1 | 
The New Electric Coffing 
Hoists. Capacities: '/, 
Yo, | and 2 tons. Weights: 
[ | Saag 75 to 85 Ibs. 
No. 1 
2 
| Model A—*% ton; Weight: 
| We are proud of the new We =. Welents 25 — 
distributor accounts we have 
| established in recent months. 3 
| We will be glad to place our Our New Model F-T— 
| complete story before you. — — 
Your inquiry will bring an im- 








Perfect alignment of hooks certain 
Prevents end hooks from breaking loose, 
damaging machines and injuring hands. 
Flush fitting of bar with belt rein- 
forces connection. 


With each box of Safety Belt Hooks 
you get a specially made pair of nip 
pers for cutting steel binder bars 
Eliminates waste and protects hands 






Slip a sample 
of Safety Belt 
Hooks in your pocket where 
they can be reached while 
talking to your prospects. 











Carry a Sample 
SAFETY BELT HOOK 


in your pocket... 


Show them during your in- 
terviews—point out the ad- 
vantages of steel binder 
bars—how these bars make every strip a unit, how 
they prevent end hooks from fraying and causing 
injury to workers’ hands. 


With a sample you can demonstrate the wide adapt- 
ability of Safety Belt Hooks to rubber, leather, 
fabric, balata, in fact to all types of belting. 


Don’t merely talk Safety Belt Hooks, but show them 
on all calls. Use a sample strip of Safety Belt 
Hooks to stimulate sales—to make more profit for 
yourself, 





HAVE YOU 
SAMPLES? 


We will gladly fur- 
nish them. 








SAFETY BELT-LACER CO. 
TOLEDO - - - - OHIO 


> WHY 
Coffing Hoists 


Are Being Taken On By 
Leading Distributors 


1 Because the quality and salability of the Cof- 
* fing Line are immediately evident. 
2. 




















Because these ‘one-man’ hoists are ‘products 
of necessity," answering exactly the require- 
ments of buyers in the reviving industrial 
market. 








Because Coffing offers a sales plan that is in 
every sense a profitable distributor proposition. 


3. 

















4 


Model Z—Capacity: 6 
| tons; Weight: 65 Ibs. 




















mediate response. 





No. 2 


No. 3 


‘s136 Van Buren St. COFFING HOIST COMPANY Danville, ll 
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DESMOND 


Grinding Wheel Dressers 
and Cutters 


Bo) 





The Desmond HEX Dresser 


The most durable mechanical type 
Dresser made—in four sizes— 
Nos. 0, 1, 2 and 5-H. 


WE manufacture the only com- 
plete line of Dressers and Cutters 
—a line that enables you to fill 
every customer’s requirements. The 
Desmond line is unconditionally 
guaranteed to give your customers 
complete satisfaction. 


Write to-day for our new catalog 


and discount sheet. 


The 
DESMOND-STEPHAN MFG. CO. 
URBANA, OHIO 


Headquarters for Dressers and Cutters 
for 25 years 
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Lamp Guards 


that meet every requirement 


Here are three McGILL Guards that set the 
pace in their particular classifications. The 
No. 7000-MSR for all-around usefulness is 
hard to beat... The No. 3001 Safety Vapor- 
proof unit is ideal wherever gas or inflammable 
materials are used. 
The LOXON lamp guard at 
a the lower left is saving thou- 
sands of dollars in factories 
throughout the country. 


Why not check up on guard 
| requirements in your field 
and see the profits you can 
make with the McGILL 
line? Write for catalog. 


















Loxon 


MCGILL 


MANUFACTURING CO. 


ESTABLISHED 1 


VALPARAISO - INDIANA 
Box No. 669 











. Park Row, New York Citv. 





A file manufacturer and his representative 
get the low down on the Chicago file situa- 
tion from officers of one of their distrib- 
utors. Left to right: Bill Pedersen, Pedersen 
Brothers Tool and Supply Company; A. A. 
Murphy, president, Cleveland File Com- 
pany; Louis Pedersen; and George Munio, 
Chicago representative for Cleveland File. 


Leather Belting Manufacturers 
Appoint Code Committee 

The regular quarterly meeting of 
the American Leather Belting Asso- 
ciation took place in New York on 
June 2. All manutacturers of leather 
belting on the lists of the Association 
were invited. The meeting was de- 
voted to discussion of procedure to 
be followed by the leather belting in- 
dustry under the National Industrial 
Recovery Act. 

rhe following committee was ap- 
pointed to represent the industry and 
prepare a code of fair trade practices 
with appropriate rules and regula- 
tions as permitted in the Recovery 
Act, the code to be submitted to all 
members of the industry at a general 
meeting to be called at the earliest 
possible date: J. Edgar Rhoads, J. E. 
Rhoads and Incorporated ; 
rank H. Willard, Graton and Knight 
Company; A. H. Rahmann, George 
Rahmann Company ; W. T. Bell, Page 
Belting Company ; Bruce Sikes, S. R. 
Sikes and Company; W. M. Ray, 
Henry Kk. Barnes Company; Ingram 
Dickinson, Southern Belting Com- 
pany; R. M. Pindell, Jr., Alexander 
Brothers, Incorporated; and E. H. 
Ball, Chicago Belting Company, In- 
corporated. 


Sons, 


The Association has sent a copy of 
the proceedings of this meeting to 184 
manufacturers of leather belting. Mr. 
Rhoads, chairman of the above com- 
mittee, wants to be sure that every 
manufacturer of leather belting be 
informed of the contemplated pro- 
gram and has asked that any leather 
belting manufacturer not receiving | 
details of the plan communicate at | 
once with J. L. Nelson, secretary, 41 
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ceive the Magazine. 





FLOATS 


For Open Tank & All Pressures 


Copper, Steel, Stainless 
Steel, Aluminum and other metals 


Always Specify when Ordering: 
1. Metal 

2. Shape and size 

3. Working pressure 

4. Spud tapping 

Ball Floats 4”, 5”, 6”, 7”, 8”, 10” 
and 12” dia. always in stock. 
ARTHUR HARRIS & CO. 
210-218 N. Curtis St. 
CHICAGO, ILL. 
Est. 1884 





















To Distributor Executives: 


When you have gone through this 
issue of MILL SUPPLIES, ask your- 
self if it would not be worth four 
cents a man to you to be assured 
that every one of your salesmen ob- 
tained the full benefit of the many 
sales-building helps it contains. 


At a cost of only four cents a month, 
you can (as hundreds of other dis- 
tributors are now doing) send MILL 
SUPPLIES to each one of your sales- 
men’s homes. There, in one or two 
evenings a month, they can absorb 
enough valuable information to re- 
pay you hundreds of times over for 
the small expense you have incurred 
in sending the magazine to them. 


Send us today the names and ad- 
dresses of the men who should re- 
A bill will be 


sent you later. 


MILL SUPPLIES 


520 N. Michigan Ave., Chicago, Ill. 
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NOW! 
a 
SELL BELT SAVI NGS 
with 
GENUINE HETTRICK 
Stitched Canvas Belting 


MALABAR 


for conveying and elevating 
and 


HETMACO 


The New Transmission Belt 


Your customers are ready to be 
shown how they can save money in 
belt operation. Genuine Hettrick 
Products provide the means. 


Not only increased sales, but REAL 
PROFITS are in store for distributors 
who push our lines aggressively. In- 
vestigate our products and our sales 
plan as soon as you can. 
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rw oer. 


HETTRICK MFG.CO. 


Summit and Magnolia Sts., 
TOLEDO, OHIO 














‘DISTRIBUTORS. 


Exclusive territorial rights and 
high profit margins are avail- 
able on 


BRONCO BRONZE 


the modern, high lead, anti-friction 
bronze that is creating a sensation in 
industry by its remarkable performance. 

Write today for complete informa- 
tion on the outstanding quality of the 
Bronco Line, and our very attractive 
proposition for distributors. 

Bronco cored and solid bars are avail- 
able in more than 220 different sizes 
and two grades of hardness. 

They will solve your customers’ bear- 
ing problems definitely and econom- 
ically. Their record is exceptional. We 
guarantee the most satisfactory results. 











SALES REPRESENTATIVES 
MENAUGH & COMPANY, INC. 
605 Washington Blvd., Chicago 
URQUHART SERVICE 

2133 Blake St., Denver, Colo. 


Cc. M. SCHOLL 
4008 Garrott St., Houston, Tex. 


E. L. CAMPBELL 
517 Walnut St., Knoxville, Tenn. 


BRONCO BRONZE CORP. 
450-456 Union St., BROOKLYN, N. Y. 








American Asphalt Paint Has 
Elaborate Exhibit at 
“World’s Fair” 

The American Asphalt Paint Com- 
pany has established a novel and in- 
teresting exhibit at “A Century of 
Progress” in Chicago. The display 


| consists of three dioramas, the first 


of which depicts a typical asphalt 
mine such as produces Gibsonite as- 
phalt, which is used in American 
Asphalt Paint products. 

In addition to the dioramas, the ex- 
hibit features over 50 large photo- 
graphic plates, in color, picturizing 
finished paint contracts. Among these 
are many of the buildings of the fair 
itself. a 

Safety Belt-Lacer Appoints 
J. R. Kindeig 


O. B. Briggs, president, the Safety | 


Belt-Lacer Company, Toledo, Ohio, | 


who has just returned from a trip 


through the South, reports conditions | 


distributors to be 
| . ° 
decidedly encouraging. 

While in the South, Mr. Briggs 


among southern 


appointed J. R. Kindeig as the com- | 


pany’s representative in the south- 
eastern territory. Mr. Kindeig will 
maintain an oftice at 412 Redrock 
Building, Atlanta, Georgia. 

Another representative, George FE. 
Farmer, has also been recently ap- 
pointed to cover Illinois, Wisconsin, 
Minnesota, lowa and Nebraska. 


# 


Audubon Wire Cloth Acquired | 


by Manganese Steel Forge 
Company 
The entire business and assets of 
the Audubon Wire Cloth Company, 
Incorporated, wire cloth and wire 
products manufacturers of Audubon, 
New Jersey, were acquired by the 


Manganese Steel Forge Company of | 


Philadelphia, on May 1, 1933. 





Link Belt exhibit at Century of Progress 


| 
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WATCHING 
THE SIGNS? 









O F course you 


are, just as every other 
keen minded business man 
is doing today. And you are naturally pleased 
with the unmistakable evidence of increased 
industrial activity. 


That means greater movement of cars on 
plant sidings and a steadily growing market 
for the distributor handling 


ATLAS 
Car Movers and Wrenches 


Now, while the time is ripe, let us point 
out the definite advantages of this profitable 
line. Write for complete facts at your earliest 
possible convenience. 


APPLETON 
CAR MOVER COMPANY 


Wisconsin 


Appleton 








Sell Our 10,000 
Size at $165.00 


| F.0.B, Columbus 


JAEGER “SURE PRIME” 
PUMPS SELL FASTER .. 


2”—3”" —4’"—6” SIZES 
Beat competition, make money with 
America’s fastest selling line of compact, 


portable, sure priming centrifugals. Amaz- 
ingly low prices. Write us. 


THE JAEGER MACHINE CO. 


501 Dublin Avenue, Columbus, Ohio 
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ACTUAL PERFORMANCE | 
IS WHAT COUNTS 


MARVEL 


HIGH-SPEED-EDGE 
HACK SAW BLADES 
AND HOLE SAWS 


Marvel performance insures repeat or- 
ders. Distributors now handling the Mar: | 
vel Line will tell you that. 

The cutting edge is of genuine high 
speed steel, welded to a back of tough, 
special alloy steel, a combination that in- 
sures long cutting service and prevents break- 
age in use. This performance holds Marvel 
users permanently. 

You can in 
crease your sales 
of hack saws and 
hole saws as other 
Marvel distribu- 
tors are doing to- 
day. Let us give 
you complete de- 
tails. 


Index to Advertisers 





A 
Advance Car Mover Co 
Allen Mfg. Company, The 


34 


Appleton Car Mover Company 
Armstrong-Blum Mfg. Co 
Armstrong Bros. Tool Co 


B 


Belmont Packing & Rubber Co., The 40 
Bond Foundry & Machine Company 57 
Borden Company, The 


Boston Woven Hose & Rubber Com- 


| Bristol Company, The 
Bronco Bronze Corporation 


C 


| Chain Belt Company 
| Clark Bros. Bolt Co 


ARMSTRONG-BLUM MFG. CO. 


“The Hack Saw People” 
353 N. Francisco Ave. CHICAGO, U. S. A. | 


BEAVER Offers You 
Your Choice ! 
1 Set-of-Dies 


—* 





Self - con- 
tained — no 
loose parts. 
Fully adjust- 
able. Straight 
line pull. Dies 
on top for 
easy oiling 
and ehip 
clearance. 
Beaver pat- 
ented rear- 
end (see il- 
lustration). 
Light in 
weight 
strong—well balanced. Easy cutting. Threads 
steel, iron, cast iron, brass or copper pipe. 
No. 12-R Ratchet 
(One-handle) Net 
No. 12-RX Ratchet 
(Two-handle) Net 


4 Sets-of-Dies 


$15.00 


Ratchet on 
die-head — di- 
rect pull in- 
sures smooth 
operation; 
betterthreads 
less repair 
cost. Dies on 
top — easy 
oiling and 
chip clear- 
ance. En- 
closed spring- 
plunger die 
retaining de- 
vice: no lost 
dies. Beaver dies 
individual die 
Beaver dies fit 
No. 8 Plain 
No. 8-R Ratchet (One-handle) 
No. 8-RX Ratchet (Two-handle) 


Write for Complete Beaver Bulletin M-333 
THE BORDEN COMPANY, 
201 Dana St., Warren, Ohio 


are milled not tapped; 
segments interchangeable. 
all standard 4-post tools. 
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